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BEN MOREELL’S JONES & LAUGHLIN STEEL: 
to the optimist belong the spoils 
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" Maltonal Accounting Machines save us $75,000 a year... 
return 100% of investment annually.” 


—SUN OIL COMPANY, Pioneering in petroleum progress for 70 years 


“National Accounting Machines save wu: tail for each of our 17,000 employees P P 
, n your business, too, Nationa 

$75,000 a year. Considering our total in so important to us is the fact that it . -- : ty ational ma 
/ 


. , . chines \ pay for themselves with 
vestment of $75,050, we enjoy an annual quire n middie-man accounting for 

, the money they save, then continue 
: i , ) 00% rious deductions, statements for tax > 
return in savings of | , re savings as annual profit. Your near- 


ts, savings bond detail and control, stock by National man will gladly show 


“Our accounting is highly centralized 


chase records and imsurance controls how much you can save—and why 


For example, while our operations cover 
both the United States and Canada, the Personne! taken from our own ranks is your operators will be happier. (See 
control of our payroll is centered in Phil- ©45!') trained to produce prompt, accurate yelluw pages of your phone book, or 
adelphia. This one office organizes all the accounting records which permit us to main- write to us at Dayton 9, Ohio.) 


} . . 1 } 
varying, widespread payroll information tain an efficient Operation at all times *TRAOE BARK REG. U8 PAT OFF 


“We particularly hike the original-print A, co) 
earnings record which provides analyzed Q i } nia_—— 


Comptroller 


THE NATIONAL CASH REGISTER COMPANY, barron », onio 


977 OF FICES IN 94 COUNTRIES 





SUNLIGHT POWERS TELEPHONE CALL FOR FIRST 


Bell Solar Battery is mounted on telephone pole at Americus, Georgia, to power an an 


Bell Solar Battery 


TAKES ANOTHER STEP FORWARD 


Bell Telephone Laboratories invention to 
convert sun’s rays into electricity now 
used in interesting test. Has wide pos- 
sibilities for telephone service and in 
many other fields. 


As far back as Archimedes, men 
were searching for a way to put the 
almost limitless power of the sun to 
practical use. The dream of centuries 
has been brought closer to realization 
by the Bell Solar Battery. 

It was developed at the Bell Tele- 


phone Laboratories after long re- 


search and first announced in 1954 
Since then its efficiency has been 


doubled and its usefulness extended. 

An interesting test of the battery’s 
possibilities is now under way at 
Americus, Geos isia, where it is pow- 
ering an amplifier station on a rural 


telephone line 

Mounted on a telephone pole, it 
furnishes electric power during day- 
light hours. At the same time it 
charges a storage battery to provide 
power for nighttime operation and 
periods of cloudiness 


}rur il t ke phone lime 


What | Tere dom © tar w the 


opening ol 


through which we 


can glimpse exciting new things for 
the future casing hope lor su 
cess in harne ng more and more of 
the powell ) f if ha Cote from 


the Bell Telephone Laboratories de 


veloprnent of tl tell Solar Batter 


THE BELL SOLAR BATTERY is made of thin 
specially treated strips of silicon 
dient of comm 


anh ippgere 
n d. It should have a long 
life because there are no moving parts and 
nothing i imed or ce stroyed Need 


no fuel ther tha the light of the un itself 


4 * 

BELL TELEPHONE SYSTEM (By 
* 4p) 
ne, 





SINCLAIR OIL CORPORATION > 


Farmers, ranchers, and scouts from other oll companies are seen here watching the successful drill stem test on the 


Sinclair Oil & Gas Company's wildcot well which discovered the Madill Field in Marshall County, Oklahoma. 


“Gushers” 


ore a thing of the past. Modern wells are brought in under control so that no oil is wasted. 


Sinclair Solves Oil Field Puzzle 


Only one domestic wildcat well in 9 finds 
oil, Only one in 44 finds an oil field 


Since Christmas Day, 1954, when the above 
well was comple ted by Sinclair's crude oil 
producing subsidiary, deve lopment drilling 
has proven the Madill Field to be one of 
the most important found in Oklahoma in 
the past three years. 


Though located in old oil country, and 
worked over many times, the Mz dill Field 
had escaped detection for years. Months of 
painstaking, gruelling work by Sinclair geo- 
physicists, geologists and stratigraphers 


600 FIFTH AVENUE -« 


were necessary before the pieces of the 
puzzle could be put together and a drillable 
prospect, which had long defied detection, 
ocated. 


This is just one example of the scientific 
teamwork and attention to detail which has 
expanded Sinclair's domestic crude oil pro- 
duction by 40% in the past five years. 


NEW YORK 20, 


N. Y. 
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Pebbles 


Wuen Mrs. Amy Roe, a plucky 
matron of Uniontown, Pa., set out 
to buy two dresses and a coffee pot 
on a Pittsburgh shopping spree one 
day last summer, she had no idea 
that she was letting loose a tempest 
After scouring Pittsburgh’s four 
leading Gepartment stores, Mrs. 
Roe came home empty-handed and, 
in a letter to Forses, told why: in- 
ept, apathetic salesmanship. 
Perhaps,” she wrote Publisher 
Malcolm Forbes, “you had better 
write an article recommending 
some research for the department 
stores.” Publisher Forbes did bet- 
ter than that. On the editorial page, 
under “Fact & Comment” (August 
15), he described Mrs. Roe’s “Frus- 
trations in Shopping,” cited a few 
of his own similar 
experiences in 
Manhattan. 

Action & Reac- 
tien. Just this 
month we heard 
again from Mrs. 

Roe. “Frustrations 

in Shopping,” 

Shopper Roe re- 

ported, had been 

reprinted in Un- 

iontown’s local 

paper. Soon afterward, Metger’s, 
one of the two department stores in 
town, had: 1) asked her to report 
any inattention to her on the part 
of its sales people; 2) started a sur- 
vey among women shoppers to un- 
cover complaints and suggestions 
In Kaufmann’s one of the Pitts- 
burgh department stores where 
Mrs. Roe had been given short 
shrift, a floor manager tacked 
“Frustrations” to the store’s bul- 
letin board. Later the subject was 
taken up at length at a committee 
meeting of employees. 

There was more to come. When a 
friend of Mrs. Roe’s had better luck 
in a Pittsburgh store recently and 
gave Uniontown as the address 
where she wanted her purchase de- 
livered, the clerk asked if she knew 
Mrs. Amy Roe. The store's entire 
staff, it seemed had heard all about 
her and the fuss that she and 
Forses had kicked up. “So,” writes 
Shopper Amy Roe, “perhaps it was 
the pebble that started an ava- 
lanche.” 

To Forses editors, Mrs. Roe’s 
metaphor was pleasing, but not in- 
appropriate. The issue that does 
not contain its share of avalanche- 


producing pebbles, we hope, is a 
rare stone indeed. Though Forses 
never deliberately sets out to shake 
up the financial foundations of U.S 
industry just for the sake of the 
shaking, oftentimes its stories are 
responsible for a good deal of rum- 
bling. After spotlighting the per- 
formance of 30 top oil companies 
against industry yardsticks last 
April, our editors received a vehe- 
ment protest from a major oil 
company. Its complaint: that its 
poorer showing in comparison with 
its fellows in Forses’ yardsticks of 
growth and earning power had in- 
duced a large institutional holder 
to jettison some 50,000 shares of its 
stock. Well, truth does have con- 
sequences. and sometimes uncom- 
fortable ones. But 
that is our job. 
Where Credit Is 
Due. By doing its 
editorial duty, 
however, Forses 
has by and large 
brought more 
smiles than pain to 
management faces. 
A few months aft- 
e; Forses whisked 
the veil of mystery 
away from Thayer Lindsley’s Ven- 
tures Ltd. (March 1), the stock 
bounced from 18 to 48. Similarly, 
Forses’ profile of drugmaking 
Plough, Inc. produced in one week, 
swears President Abe Plough, the 
most spirited activity his com- 
pany’s stock had enjoyed in the 
market in its entire history, 
ing the price up 10 points 
The roster of other companies 
whose financial fortunes improved 
(or declined) either after or be- 
cause of close scrutiny by Fonrses’ 
editors is long and illustrious 
Forses pegged Pepsi-Cola as a 
comer several times. It also high- 
lighted prospects of better things 
for Chrysler Corporation and the 
Pennsylvania Railroad at a time 
when both outfits were 
adversity 
Yet Forses knows better than to 
claim credit for being the force 
behind any firm’s market rise. Not 
an investment 


send- 


battling 


service, Forses’ 
function in reporting developments 
in industry is not to recommend 
but to inform. Fores readers take 
it from there. Still, Forses editors 
learned long ago never to under- 
estimate the power of a pebble 











and, spying the fox, asked why he didn't 


The 


Sick 


Lion 


The lion let word get 
around that he lay at 
death's door in his 
cave and wanted every- 
body to come and 
listen to his last will 
and testament. 

A skeptical fox de- 
cided somebody else 
could go first and kept 
his distance while a 
sheep, goat, and lamb 
dutifully disappeared 
through the door. 
Staging what 
have been a miracu- 
lous recovery, the lion 
suddenly appeared at 
the mouth of the cave 


come in and pay his respects, too. 


“Sorry, your majesty,” said the fox 
“but so many tracks lead in—and none 


out 


that I thought I'd wait until 


your cave was a litte less 


crowded,” 

v 
Or, in other words, 
as Aesop used to 
say, don't be- 
lieve everything 
you hear. 
That's good ad- 
vice anytime, 
of course, But 
especially 
inabusiness © 
like ours. 
Time after time, 
we've warned 
investors about 


buying stocks on the basis 


of rumors or tips. 


Time after time, we've 
counseled them to get 


all the facts first. 


How? It's as easy as writing our Re- 
search Department. 

We'll be glad to give you all the infor- 
mation we can about any industry, com- 
pany, or stock in which you may be 


interested, 


Or we'll be glad to send you an objec- 
tive report on your whole portfolio. 


There's no charge, 


no obligation of any 


kind. Simply address your letter to— 


Warren A, Semout, Department SD-77 


MERRILL LYNCH, 


PIERCE, FENNER & BEANE 
70 Pine Street, New York 5, N. Y. 


Offices in 108 Cities 


Number 
| THE TOP TEN CITIES yao Percentage Gain 


ce . caer GREATEST GAINS Pa Percentage gain or loss from 


| Butte, Montana 


| Ft. Wayne 


tin BUSINESS, U.S. A. : 








KEY TO THE 
DIRECTION OF 
MOVEMENT 


ees | CONTINUED IMPROVEMENT FOR 2 MONTHS OR LONGER 


C_) 


4 CONTINUED DECLINE FOR 2 MONTHS OR LONGER 


NO SIGNIFICANT CHANGE FROM IMMEDIATELY PRECEDING PERIODS 


OESIGNED BY FiIcCK-S WY 


Map shows conditions in 87 U.S. business areas, each of which is an economic unit where 
changes depend on the same key factors. Shaded areas reflect decline or improvement for a 
two-month period ending the last week of September 

1. Cities showing greatest change over the YEAR 


ZONE INDEXES 
ths Listed: Over Last Year 








| | _ corres) ing months last year 





23% oer 
Mich 21 
20 
Ind | 19 
Charleston, S$. C 18 
Providence, R. | 18 


Cleveland, Ohio 18 


serv 





Detroit 4+ 8% 


+5 
+17 


New England 
Middie Atiantic 
Midwest 

South 

North Central 
South Central 
Mountain 
Pacific 


+ 3% 
+ 4 
+15 
+ 8 +12 
+4 + 6 
+ 6 + 9 
+13 
+11 


Pittsburgh, Pa 


i+ 6 
New Haven, Conn 18 + 6 


Raleigh, N. C 17 


WATIONAL INDEX | + 6 + 8 
Birmingham, Ala 17 




















NEXT ISSUE: 

New Frontier. Railroad men have long complained about stifling Federal regu- 
lations. But Wall Street critics have often felt that stodgy, stand-pattish man- 
agements were also holding the industry back. Forses tells how one rail boss, 
the Southern Pacific's Donald Russell, has gone a-pioneering into pipelines to 


make his eight-state railroad, trucking and land-owning Golden Empire even 
more golden 


Kaiser Goes East. The great Kaiser empire made its mark mainly in the west 
and midwest. Now big, booming Kaiser Aluminum is sinking $90 million into 
a bid for a larger slice of the lush Eastern market. 


New Man at 23 Wall. There's a new chairman at famed J. P. Morgan & Co 
Who is he and what does he think about the controversial credit situation? 
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FOR 1956-THE BIG MOVE IS 


Here's why: THE BIG M— Mercury up of Safety-Engineered features in its class. 
for 1956—is impressively long, low, and Mercury is big in value today—and to 
beautiful. Distinctive low-silhouette hard- morrow, too. It consistently leads its field 
tops are available in all three series. in resale value at trade-in time, according 
New SAFETY-SURGE V-8 engine—225 hp to independent surveys 
available in Montclairs and Montereys with Yes, whichever Mercury model you select 
optional Merc-O-Matic Drive—gives you —in the Montclair, Monterey or 
more usable power in every driving range. Series—you're getting more style, power, 
And Mercury offers the most complete line- features and extra value than ever before. 


Custom 


133 
SEE...DRIVE THE BIG AMerRcuRY 


A MAGNIFICENT VALUE IN THE FORD FAMILY OF FINE CARS 


MERCURY DIVISION +« FORD MOTOR COMPANY 
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BLENDED SCOTCH WHISKY 86.8 PROOF 
THE FLEISCHMANN DISTILLING CORPORATION 
NEW YORK + SOLE DISTRIBUTORS 


READERS SAY 


Going Up 

Sm: Fores stated that the market 
value of Standard Oil (NJ.) was $743.1 
million on Aug. 5, 1955. According to my 
calculations the market value of Jersey 
was $88 billion, arrived at as follows 
65,400,000 shares of stock at a market 
value of $135 per share. 

Hmam Ramirez 

Billings, Mont 

On the press date for this issue, Stand- 
ard’s 65,423,406 shares were selling at 
139%, would theoretically be worth $12.7 
billion.—Eb 


Feeling Better 

Sm: We are much impressed by Mal- 
colm Forbes’ “Fact and Comment” in the 
Oct. 15 issue and by “Where Is the DJ 
Going?” They both make good sense. We 
feel much better about the market after 
reading them 

Mar. anp Mas. Wavrer L 

Houghton, Mich 


Krou 


Counting Viscounts 

Sm: In your story on Capital Airlines 
{Forses, Nov. 1} you state that Capital 
decided to buy Viscount aircraft, “a revo- 
lutionary new plane no one else had.” 
I distinctly remember flying from Bar- 
celona to Paris in an Air France Viscount 
last December. What makes me remem- 
ber the occasion vividly is the fact that 
the Viscount skidded when we touched 
down 

CarMe.ta Sr. Curpo 

Moab, Utah 


Forses comparing Capital with 
its competitors, meant that only Capital 
of the U. S. carriers had purchased Vis- 
counts Already Viscounts were in 
service on British European Airways, Air 
France, Trans-Canada Airlines and sev- 
eral smaller lines.—Ep 


story 


Optimist 

Sm: Am I to assume that I was one of 
the two Wall Street analysts to predict 
1,000 in the Dow, as reported in “Where Is 
the DJ Going?” [Forses, Oct. 15]. If so, 
the prediction was not made with the idea 
of “throwing caution aside,” as you say. 

I have written a book, Dow 1,000? in 
which I have set forth the various reasons 
for the averages moving ahead. The rea- 
sons are very basic. The rise in what I 
term our base of operations—including 
population, production and earnings— 
over the past few years takes the present 
picture entirely out of the category of 
1929. We are currently involved in the 
hurry-up stage of the exponential curve 
of growth, which is a phenomenon ob- 
servable in all nature. 

The normal target for the Dow under 
this situation would seem to be a figure 
of at least 1,000—and that in a reasonable 
period of time, sooner than most of us 
would suspect. In the stock market, it is 
always later than you think. 

—Benton W. Davis, 
Mitchell, Hutchins & Co. 
New York 


Forses intended no judgment on able 
analyst Davis’ prediction, merely wished 
to emphasize the variance of opinion be- 
tween the long-term bulls and the long- 
term bears.—Eb. 


FORBES’ Personalities 

Six: How’s for devoting a section to you 
people in the Forses organization? W<« 
readers would like to know, for example 
whether Messrs. Biel, Goodman and 
Hooper are Whiffenpoofs from Yale o1 
old cow hands from the Rio Grande. Also 
something about your distaff side—the 
Suzy Q’s and Flora Doras. We are in- 
terested in the personalities behind the 
scene 

—Kruse Davis 

Coolidge, Ariz. 


“Side Lines” has frequently spotlighted 
Forses’ personalities, will continue to do 
80 Ep 


CLIPPING VOW rl ariariaraimiarara ra ws 


One l-year Gift Subscription $5 
SPECIAL CHRISTMAS RATES: Two or more l-year Gifts each $4 
Attractive, Colorful Gift Card Sent on Request 

FORBES, 80 Fifth Ave., New York 11, N. Y. 


Name 


FORBES 


Address 


City 





Also 


enter 


subscription. 


my own 


Send FORBES for | year as my gift to: 


(Please Print) 


Zone State 


Send Gift Card signed 


l-year [) New or [) Renewal 


(Please Print) 


[) Payment enclosed. 


Zone State 


[) Bill me. 


Canada $1 @ year extra, Pen-American $2 «4 year extra, Foreign GW « year exire. 
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Gift retes good only through December 31, 1955 
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Both Right 


Sir: In your article on Republic Steel 
[Forses, October 1] you say, “They bid 
Republic common last year to 42%, al- 
most double its top price in 1953.” Ac- 
cording to records I find, Republic Steel 
was quoted at 85% in 1954 and 48 in 1953. 

—Mrs. Homer C. Wit 
Huntingdon, Pa. 


Both Mrs. Will and Forses are right. 
Forses quoted prices adjusted to last 
June’s two-for-one stock split: Mrs. Will, 
unadjusted prices.—Eb. 


“Self-Operating Government” 
Sm: As an old-time reader of Forses 
I would like to contribute this poem by 
J. Churchill as a thought on our present 
self-operating federal Government: 
Who's in or out, who moves the grand 
machine, 
Nor stirs my curiosity or spleen; 
Secrets of state no more I wish to know 
Than secret movements of a puppet 
show; 
Let but the puppets move, I've my 
desire, 
Unseen the hand which guides the 
master wire 
—C. M. Hoop 
Denver, Colo. 


Taking Exception 

Sir: I would like to take exception to 
your definition of cash flow as the simple 
sum of net profits and depreciation. My 
concept of cash flow is net profits plus 
unexpended depreciation, or that portion 
of the depreciation charge not actually 
required for plant additions and replace- 
ments. It is this unexpended portion of 
depreciation which flows into working 
capital and is thus presumably realized 
for the benefit of stockholders. There are 
comparatively few cases in which the 
expended depreciation is appreciably less 
than the company’s charges. Earning 
power should be a separate concept from 
cash flow entirely. 

, —WituiaM B. Astrop 

USS. Bassett, 
Fleet Post Office, 
New York City. 


For Forses’ position on cash flow, see 
“Readers Say,” October 15.—-Ep. 


Sorry, Wrong Picture 

Sirs: I know nothing about your Yankee 
steel industry, but down here in the Deep 
South the photograph accompanying your 
Detroit Steel story [Forses, ‘ov. 1] looks 
mighty strange. It shows a freight train 
being loaded with coal but is captioned, 
“Charging an Open Hearth at Detroit 
Steel.” Wouldn't it have been more ap- 
propriate as an illustration for a coal 
company than a steel one? 


E. Spokane Brineswortu 
Moultrie, Ga. 


The picture illustrates neither a steel 
story nor a coal one, but was intended 
instead to appear with a railroad story. 
However, as deadline time pressed nearer, 
a harried Forses printer simply reached 
for the wrong cut.—Eb. 

(CONTINUED ON PAGE 59) 
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The Union Pacific serves a number of western states as pictured 
on the map. This vast territory contains an abundance of natural 
resources in addition to being a healthful, progressive region in 
which to work and live. As you know, it offers boundless oppor- 
tunities for outdoor recreation. 


If you’re thinking about an assembly plant, warehouse, distribu- 
tion center, or whatever it might be, in a western locality—then 
we offer this suggestion— 


Contact your nearest U.P. representative. Tell him what you 
have in mind regarding an industrial site to meet your specific 
requirements. Then he can get in immediate touch with U. P. 


headquarters in Omaha. . 
want about available sites. 


. obtain for you the information you 


Or—if more convenient—write, phone or wire the Industrial 
Properties Department, Room 359, Union Pacific Railroad, 
Omaha 2, Nebraska. 


vo 
WE 
Map at left shows 


states served by 
Union Pacific Railroad 


a 























SEARCH and RESEARC 


for New 
Staufter Chemicals 


Deadly pesticides, intriguing plastics and 
amazing detergents are but a few of the 
tangible results of basic research, but for 
every new chemical put into production, 
a thousand others never pass the test tube 
stage. Here lies the real work of a research 3 . 
program—the thorough evaluation of each 
new chemical in a wide range of applica- 
tions to determine whether commercial 


production should be undertaken. 


At Stauffer, we consider our four research 
centers an investment for the future . . . 
,and that our contributions to creative 
research will have a part in the progress _ 
of chemicals for industry, agriculture, 3 
and you. Stauffer Chemical Company, 











380 Madison Avenue, New York 17, eee 


2S.e? 


N.Y.;Sales Offices in Principal Cities. ee f 





NCB 


TRAVELERS 
CHECKS 


THE TRAVELER'S FRIEND 








National City Bank Travelers Checks are just like a persona! body- 
guard! They protect your trave! funds against loss or theft wher- 
ever you go... leaving you free to enjoy your trip without money 
worries. Readily accepted everywhere like cash. if lost or stolen, 
they are promptly refunded in full. in denominations of $10, $20, 
$50, and $100; cost 75¢ per $100. Buy them at your bank. 


Great for going places 


NATIONAL CITY BANK TRAVELERS CHECKS 


Becked by 
The First Metione! City Benk of Mew York 
Member Federe! Deposit insuronce Corporetion 











TRENDS & TANGENTS 


Despite wind, fire and insects US. 


| timber reserves are in the best shape 
| in years. Due largely to the spread of 


conservation-mindedness among lum- 


| ber and paper companies, timber 


growth in 1955 pulled ahead of timber 
removal. Only 40 years ago, trees 
were being felled four times faster 


| than they grew. 


+ . . 
General rise in cement prices may 


| result from 25c-a-barrel increase an- 
| nounced for next year by Universal 


Atlas, cement-making subsidiary of 
giant U.S. Steel. Reason given for the 
increase is the same reason steelmen 
frequently give for rises in steel 
prices: to keep up with the increasing 


_ demand for cement or steel, the in- 
_ dustry must make enough profits to 
| replace wornout equipment. 


* a 
Spin-off of Beaunit Mills’ cotton and 
woolen textile operations is predicted 
by Wall Streeters who say the com- 
pany’s booming business in rayon 


| tire cord, already accounting for 50% 


of its total productive capacity, is be- 


| ginning to squeeze other products out 


of plant space. 
. * ° 
Job placements for non-farm work- 
ers, according to the U.S. Department 


| of Labor, rose sharply during the 
| first nine months of 1955. By the end 


of September, the bureau of Employ- 
ment Security's local offices had found 
jobs for some 4.5 million people. 


| Handicapped workers benefited most, 


found 56% more jobs this year, partly 


| because of better placement facilities, 
| partly because of wider public recog- 


nition of their usefulness. 
. a . 
Oil and gas companies are still await- 
ing an answer to the question—Who 
can legally issue drilling leases on the 


| submerged lands 10% miles off the 
| Louisiana coast? The Supreme Court 


last month denied Washington's plea 
that it fix Louisiana off-shore bound- 
aries at three miles from land. While 
the way is open for the Federal gov- 


| ernment to file a new plea, the Jus- 
| tice Department hasn't yet figured out 
| what it will do. 


. . . 

High cost of building is attested to by 
a recent Labor Department report, 
which says it has risen more than 
twice as fast as the average level of 
all wholesale prices in the past six 
years. The tally is 12% for all prices, 
26% for building. Since mid-1954 
alone, building costs have risen a 
brisk 8.4%. 

(ConTINUED on Pace 63) 


Forses, novempBer 15, 1955 
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Pick any one and you'll get American-Standard quality 


You know many of these companies. 
You buy from them, sell to them, but 
do you know that all eleven belong to 
the American-Standard family? 

It is a big, international family with 
twenty-nine operating plants in the 
United States, four in Canada, fourteen 
in Europe. 

Products made by these American- 
Standard divisions are decidedly varied. 


Amer can 


Yet all products contribute to comfort 
and efficiency in homes, schools, facto- 
ries, office buildings and hospitals. 
These products include air condition 
ing equipment and plumbing fixtures 
for cottages and skyscrapers auto- 
matic controls varying from those for 
household appliances to those for huge 
refrigeration plants...atomic reactor 
syetem components...plastic tiles in a 


Radiator 


& Standard Sanitary Corpor 


and k 


signed for beauty ans fficiene 


rainbow | coior tehnen de 
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YoT tter no Varied the products 


mace t thes livisions, the nave one 
thing ymmon. All are quality prod 


ucts, An ndard quality prod 
ucts. Nex in you 
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companies ra miona that 
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NEWSI ..«. «FROM THE FORWARD LOOK '56 


NEWS IN THE PLIGHT Gweer:... The year's freshest 
and truest new note in car design. In one clean sweep from head- 
lights to up-swept tail, it clearly and unmistakably wraps up the 
whole idea of GO! Accenting the low, long, ground-hugging mass 
of the car .. . here’s the design that looks completely like today, 
and points clearly to tomorrow, too! 





NEWS IN WONDERFUL SAPETY!.. . Brand new Life- 
Guard door latches that hold fast under stress as none have ever 
done before. Chrysler Corporation bodies and frames, strongest 
and most rigid built. The finest, most responsive Power Steering, 
Power Brakes and engines on the road. And Safety Seat Belts, 
if you wish, that meet official airplane specifications! 


NEWS IN PUSHBUTTON POWERPLITE! Newest 
driving advance of the year! Put your finger on a button on the 
dash at your left for whatever driving range you want. Only the 
driver can touch it. Safe and convenient as never before. And 
remember .. . PowerFlite itself gives the finest blend of smooth- 
ness and swiftness among all automatic transmissions! 





NEWS IN 4-DOOR HARDTOFS!... Now in Plymouth, 
Dodge, De Soto, t hrysler and Imperial! .. . finest and most 
rugged cars of all in this newest body style! The dashing, long, 
low line of the true hardtop . . . but with full 4-door convenience. 
Full side vision, with full-width rear doors and exclusive full- 
width rear windows in these cars of THE FORWARD LOOK! 


THE GEST NEW CAR NEWS you"!l 
find this year is in the cars of THE 
FORWARD LOOK 'S%,.. no matter what 
the price range! 

Here are cars that are full of new ad- 
vances. Cars that bring things to you 
other cars do not yet have. Cars that 
do things for you other cars are not yet 
able to do. 


Here are cars so new and so wonderful 


Copyright 1055 by Chrysler Corperstion 
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to own you'll feel a new kind of pride 
when you get one. Cars that literally 
make driving or riding a new kind of 
joy and satisfaction. 


Right now, well over a million families 
own 1955 cars of THE FOR WARD LOOK 
from Chrysler Corporation. These 
owners tell us they have discovered a 
motoring experience that simply can- 
not be found anywhere else today. And 


now comes the second year of chal- 
lenge from THE FOR WARD LOOK. Now, 
for ’56, the differences between these 
cars and all others become sharper still! 


Dealers everywhere are now showing, 
with great pride, the new Plymouth, 
Dodge, DeSoto, Chrysler and Imperial. 
See them, drive them, compare them 
and you'll agree the biggest and best car 
news is from THE FORWARD LOOK 'S6. 


CHRYSLER CORPORATION 


PLYMOUTH - DODGE - DESOTO - CHRYSLER - IMPERIAL 
Tops in TV Drama—“Climax!”"—CBS-TV, Thursdays 
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“With all thy getting, get understanding” 


FACT AND COMMENT 





by MALCOLM 8S, fTURBES 


TOO MUCH FOR TOP BRASS? 


A favorite flag for the anti-free enterpriser to wave, 
traditionally, has been the size of the salaries paid top 
corporation executives. “How can any man be worth 

thousands of dollars a year?” Today that criti- 
cism is less virulent than during the Rooseveltian hey- 
day when “robber barons” were favorite campaign whip- 
ping boys. But the reference is still 
frequent, particularly during proxy 
fights for control of various corpora- 
tions. An interesting study by the 
New York Stock Exchange gives a 
comparison for 1954 between the total 
remuneration for the three highest 
paid officials, and the sales, proceeds, 
and cash dividend payments for twen- 
ty companies in various industries. 
The remuneration figures include, in addition to salaries, 
cash bonuses, market values of stock bonuses, and em- 
ployer contributions to thrift accounts and retirement 
funds for the three officials. Interesting point: not one of 
these companies paid as much as one half of one per cent 
of 1954 sales or revenues to their three best paid “top 


” 


brass”. 


GM's Curtice 
Is compensation of 
D0007T% of sales too 
much? 


The figures: 





SALARY PERCENTAGES FOR 20 LISTED 
COMPANIES 


Relation Of Three Officials 
° tion To C 








sd y* 


Total 1954 
c -. 








1954 Cash 
Com. Div 
Payments 


Paid To 3 1954 
Highest-Paid Net 
Officials income 





$ 290,000 0.673" 1.074% 
225,665 0.863 1.681 
128,663 2.811 7.306 
417,000 0.897 2.597 
315,000 3.004 3.645 
469,554 1.76) 1.804 
246,825 0.668 2.537 


300,156 1.194 3739 
1,819,633 0.225 OA16 


583,556 1.254 3.75) 
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SALARY PERCENTAGES FOR 20 LISTED 
COMPANIES 


Relation Of Twee Official 
Total 1954 Compemotion To Company's 
Compemation — 
Paid Te 3 1954 1954 1954 Cash 
Highest. Paid Sales Or Net Com. Div 
Officials Revenues Income Payments 


Company 


Radio Corp. of 





473,684 0.050 1.169 2.507 
149,708 0.113 1.204 10.002 
247,500 0.060 2.340 3.58) 


Rohm & Haas... 
Standard Brands. 
Standard Oil 
a 581,804 0.010 0.099 0.207 
316,065 0.112 3.334 5.834 
241,430 0.050 0.347 0.776 
189,000 0.094 1.965 5.114 


432,293 0.027 0.511 1.068 
397,138 0.055 1474 1.637 


Sheet & Tube. 413,026 0.096 2.046 3.287 





Making the decisions that affect the well-being of great 
companies involves enormous responsibility, Should the 
officials of a giant company make the wrong ones stock- 
holder equity can melt alarmingly in a relatively few 
months. Employee rolls can dwindle by the thousands. A 
brief glance at some of the best known names establishes 
the point. In the fiercely competitive world of business, 
brains at the top really count. Mistakes are infinitely 
costly. With income taxes so enormous, it is difficult to 
attract the ablest to executive positions where there is no 
bucking of final responsibility to a higher echelon 

In view of the value of those with ability at the helm, 
remuneration percentages are mighty small in relation 
to the benefits accruing to stockholders, employees, and 
the general economy 


e 
RED TAPE OR COMMON SENSE? 


One of the most difficult problems of a free enterprise 
society is how to protect the public from abuses without 
throwing the monkey wrench of government interference 
into the economy. Right now, thanks to the rash of penny 
stock promotions, the problem is far from academic on 
Wall Street. Most brokers are wholeheartedly agreed that 


investors should be protected against penny stock racket- 
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eering. The question is how. More red tape and regula- 
tion may be an easy answer; it is not necessarily the 
best one 

The point is that there is nothing necessarily wrong 
with a stock just because it sells for pennies or because 
it represents a new, untested business. After all our giant 
corporations were pretty speculative when they first 
started. The hitch comes when a fast-talking promoter 
convinees people who have no business speculating that 
a shaky, new venture is really a sure thing. Or when he 
is interested in mining the public instead of the ore 

This they cannot so easily do on larger stock issues. The 
Securities & Exchange Commission with its registration 
requirements sees to that. No investor willing to read a 
prospectus need ever be sold a bill of goods in a fully 
registered stock offering. The trouble is with the smaller 
flotations. To spare struggling, small firms the heavy 
expense of SEC “iong form” registration, new stock issues 
of $300,000 or less are exempt. 

Representative John B. Bennett, Republican of Mich- 
igan, felt these exemptions were the source of too many 
abuses, particularly in uranium and Canadian stock pro- 
motions. He has introduced a bill calling for an end to 
the exemptions allowed under Section A of the SEC Act 

No one can argue with Rep. Bennett's motives. But is 
HR 5701 the best way to protect the public? Naturally 
enough the sellers of penny stocks are against it. Walter 
Tellier, New Jersey's colorful salesman of 100-million 
uranium mining shares, caused quite a sensation here in 
Manhattan when he testified recently against the Bennett 
bill. Tellier seized the opportunity to take a wide swipe 
at all critics of penny uranium stocks, who, he said, were 
‘trying to ruin America’s production of uranium.” 

Much more to the point, though, was the testimony 
against the bill by Earle W. English, partner of Merrill 
Lynch, Pierce, Fenner & Beane. “It seems to me,” said 
Mr. English, “that this step would impose an unwarranted 
hardship on reputable small businesses It would 
mean that many reputable small businesses requiring 
capital of $300,000 or less would not be able to offer their 
securities to the public because the cost 
prohibitive.” 

“No one can accuse Mr. English of being partial to penny 
stock promotions. His firm flatly refuses to underwrite 
them. The point Mr. English made was simply that cut- 
ting the flow of capital to all small businesses is a clumsy, 
costly way to protect the public from fraud 

He might also have added another point: neither laws 
nor elaborate prospectuses will completely protect people 
who are misled by their own greed, ignorance or gulli- 
bility. The SEC already has power to act in cases of 
fraud. Further legal safeguards may well be in order 
But regulations that seriously penalize smal! business 
the very life blood of our profit-and-loss economy—are 
not the answer. 

After all, in the stock market there is no subsitute, 
governmental or otherwise, for (a) sound advice, and 
(b) common sense. 


would be 


a 
> 


HAVE FAMILIES BOUGHT ALL THEY NEED? 


The current Cassandra-cry as to how present pros- 
perity cannot last consists of pointing out how many cars, 
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washing machines, television sets, refrigerators, and other 
durable goods have been purchased. Therefore, the rea- 
soning proceeds, the market has been saturated and sales 
of such items must now proceed sharply downward. 

Bunk. 

I have yet to meet 
the person who would 
find difficulty in com- 
piling an arm-long list 
of durable goods he 
would like to buy for 
the first time or to re- 
place as quickly as his 
purse permits. P 

The Chase Manhat- “no... saturation point” 
tan Bank's research department has put togethe: an in- 
teresting summary of “durable expenditures.” Americans 
spend $16.4 billion for automobiles, $4.2 billion for kitchen 
and household appliances; $3.9 billion for furniture and 
almost $2 billion for jewelry. Almost 70% of American 
families have one automobile, and approximately 12% of 
these families now own more than one. Eighty-five per 
cent of the homes in this country have electric refrigera- 
tors; 76%, washing machines; 68%, toasters. Virtually 
every home has at least one radio and 70% have television 
sets. 

If all of us now have so much, what about the future 
market for these items? Presently, the replacement mar- 
ket alone is enormous. Eighty-three per cent of those 
buying new cars turn in an old one. Two thirds of all re- 
frigerator sales are replacements. For every such item in 
use a year or more there is a new model with multiple 
“improvements.” The new washing machine has con- 
venience gimmicks superior to the old one. New rainbow- 
hued automobiles have much otherwise to recommend 
them over previous models. It is the same with almost 
everything in the home, be it the new shapes in furniture 
or a revival of decorator interest in century-old style 
periods. 

And the barely-scratched demand for such relatively 
new products as clothes driers and air conditioners indi- 
cates a huge potential. Only four per cent of American 
families now have drying machines, and slightly over 
three per cent, dishwashers. Millions upon millions aim 
to have both as soon as they can afford them. 


Finally, there is the market for heretofore unveiled 
totally new products. Remember a dozen years ago there 
was no such thing as a home television set, a home dish 
washer or air conditioner. You can bet your boots that in 
the laboratories, on the drawing boards and in the testing 
stage are similar “durable items” for tomorrow. 


Total satisfaction with present possessions is not an 
American characteristic. Enterprising industry whets the 
appetite for the old device with multiple improvements 
The multimillions industry spends for research every 
year brings into the market new things to make living 
more convenient, to make leisure more plentiful. The 
only rub is, of course, that more of us spend more time 
working in the making of them so that we can afford to 
buy them. I'm sure the theory boys can explain it all, but 
of one thing I am reasonably certain: 


There is no indication of a saturation point in filling the 
desires of American families for present and future 
“durable goods.” 
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How hard can the sea bite? This is no 
secret to Inco Corrosion Engineers 
For over thirty years, they have been 
collecting data on the corrosive and 
erosive effects of sea water on many 
different kinds of metal. 


‘Corrosion in Action” —this is the name 
of an Inco-prepared film showing how 
corrosion acts and how it can be 
controlled. Prints loaned to engineer 
student, corrosion specialist groups 
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Ocean Laboratory —here at its big Kure Beach, N. ¢ 


thousands of metal specimens to the 
salt water 


Testing Station, Inco exposes 


corrosive effects of salt pray, sait air, 


How International Nickel finds out 
what the wild waves are saying 


The sea’s a killer of many metals 

Some it corrodes or rusts. Some it 
wears away. Some it destroys by eat- 
ing up one of the alloying elements. 
Some it makes so “allergic” to con- 
necting metals that corrosion is 
speeded up 

To hunt this killer down, Inter- 
national Nickel has made the ocean 
into a test tube. At Harbor Island and 
Kure Beach, North Carolina. Here, 
Inco Corrosion Engineers study the 
corrosive effects of salt water, salt 
spray, salt air, water velocity, marine 
growths, coupling methods. 


Over thirty 


International Nickel Company has 


more than years, 


collected data from almost a quarter 


of a million individual testa on the 
behavior of metals and various other 
materials under all sorts of corrosive 
conditions 

To help yo plan Inco Nickel into 
International Nickel will 
be glad to help you apply this test 
data to any 


your future 


corrosion problem you 
may have. Or to arrange special tests 
for you. The International Nickel 
Compal! Inc., Dept. 285d, New York 
5, N.Y , ' 


VAN 
dao, International Nickel 


Producer of Nickel, Inco Nickel Alloys, Copper, Cobalt, Tellurium 
Selenium and Platinum, Palladium and Other Precious Metals 





GOING PLACES $3 ‘/oting big game 


with Cities Service... 
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Looking for the biggest of big game—oi!—Cities Service in the last year has 

enjoyed the most successful hunt in its history...exploratory crews work round the clock 
and round the globe—in the United States and Canada, in the Middle East and in 

other parts of the world... searching for new sources of petroleum supply to meet 

the demands of the fast-growing family of Cities Service customers. 


ciTiES @ SERVICE 


A Growth Company 


Number 18 of a series 








STEEL 





CONFIDENCE MAN 


Even during the worst of the sharp ’54 steel recession, 
expansive Ben Moreell never doubted the future of 


his industry. 


Last year at this time there was more 
than a little question as to whether 
the U.S. economy was going to pull 
out of its mild but ominous recession 
Enterprising reporters, recalling the 
old adage that “as steel goes, so goes 
the economy,” asked the top steel men 
of the nation what they thought about 
prospects for 1955. 

For once the men of steel were 
cautious and circumspect—even such 
top-flight executives as Republic 
Steel’s Charles M. White, Youngstown 
Sheet & Tube’s James Mauthe and 
Armco’s W. W. Sebald. With re- 
markable unanimity they predicted a 
solid but unexciting 10°-15% rise 
from the 91-million ton output of 1954 

Unanimous, that is, except for Pitts- 
burgh’s big Ben Moreell, chairman of 
giant Jones & Laughlin Steel Corp.*, 
the industry’s fourth largest producer. 
The industry, Moreell said flatly, 
“might well” pour 112 million ingot 
tons in 1955, a hefty 25% more than 
in 1954. 

Sage of the Year. Last month, as 
the mills and furnaces strained to 

*Traded NYSE. Price range (1955): high 


54'4; low, 3244. Dividend (1954) : $2. Indicated 
1955 payout: $2.50. Ticker symbol: JL 


,| FULL BLAST 


of With the steel industry operating at ol 
raed | most full blast~98.2% of its thecretical 
capacity —Jones & Laughlin is charging 
along at fuller than blast—105% of 
capacity, But for the past three yeors, 
steelmen have not had enough orders 
110+ to turn out neorly as much steel as 
they could have 
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This year the ex-admiral’s optimism is 
paying off big for his Jones & Laughlin Steel Corp. 


meet the demand for more steel than 
they could actually produce, the in- 
dustry was agreed on one thing: op- 
timist Ben Moreell was steel’s sage of 
the year. Alone among top steelmen, 
he had come within a few million tons 
of predicting the record 118 million 
tons the industry is now expected to 
produce this year 

But Moreell, who combines an al- 
most fanatical faith in the future of 
the steel business with an irrespress- 
ible urge to say exactly what he 
thinks, shrugs off any claims to seer- 
dom. “There is,” said he last month, 
kidding ourselves. Steel is 
not just a basic industry, it’s the basic 
industry. The country needs a lot of 
steel and always will.” 

But a year ago Moreell’s flamboy- 
ant optimism struck more than one 
observer as so much whistling in the 
dark. A slump in auto demand and a 
rash of inventory-cutbacks by steel 
consumers had snowballed into a 
slump of serious proportions, Output 
dropped to 91 million tons from 115 
million the year before. 

Jones & Laughlin was especially 
hard hit. Bethlehem Steel, despite a 
20% drop in sales, ended up with al- 
most as much operating profit as in 
1953. U.S. Steel, too, made a relative- 
ly strong showing. Operating earn- 
ings of $634 million were off just 17° 
But Jones & Laughlin’s sales fell 26°; 
to $493 million and operating income 
dropped 28° to $86.4 million 

Forward Look. Despite that appar- 
ently disheartening showing, Moreell 
faced his shareholders at the end of 
the year 
hearty 


“no use 


in his customary buoyant, 
mood. “J&L,” said strapping 
Ben Moreell flatly, “turned in a good 
performance in 1954.” Moreell pointed 
out that he had been able to absorb 
the $131-million drop in sales with 
only a slim 18 point drop in profit 
margins. Over the years steel stock- 
holders had accustomed to 
seeing small sales declines take big 
bites out of profits. Thus Moreell’s 
remarkably firm profit margins were 
good news indeed. In 1949, a lesser 
sales slump had clipped a full four 
points off J&L’s operating profit mar- 
gin. 

The truth was that Moreell in his 
own mind had brushed the recession 
off as nothing more than a downward 


become 























































J&L's BEN MOREELL: 
he called the turn 
ripple in 


a mighty upward surge of 


steel demand. Moreover, the hard- 
bitten steelman had backed his opti- 
mism with handfuls of hard cash 
Even before the steel production 
curve reached its 1955 high Mo- 


reell announced he was spending $85 
million to round out J&L’s finishing 

Then, as demand continued 
Moreell raised the ante to $135 


tossed in plans for a new fin- 


facilities 
to rise 
million 
ishing plant in Connecticut 
Full Speed Ahead. By 
of the industry 
3en Moreell’s 
putting the 


the 
has caught up 
Steel men 
Wash- 
ington for the privilege of fast write- 
offs on new Mo- 
reell is still one jump ahead 
of them. Without 
lief, he announced that he would go 
ahead with plans to raise J&L’s basic 
from just short of 6.2 
million tons to 7 million tons by 1958 
Moreell's tacking 
300,000 tons of capacity onto his giant 
Aliquippa, Pa., plant and 400,000 tons 
on his smaller Otis works in Cleve- 
Together with Republic’s $130- 
million expansion 
(Forpes, Oct. 1), the J&L 
represented the major 
in the U.S.'s 


now rest 
with 
optimism 
are pressure on 
basic steel capacity 
howevel! 


waiting for tax re- 


ingot capac ity 


plans called for 


land 
basic program 
program 
first increase 


capacity to turn out raw 


steel since Korea. Total cost to J&L 
stockholders of Moreell’s projected 
basic and finishing capacity expan- 
sion: $250 million 


Big as these figures are, they are not 
to faze J&L’s 39,155 com- 
first 
lavished near- 


calculated 
mon stockholders. In his 
years at J&L, Moreell 


ly a half billion dollars on replace- 


nine 


ment and modernization of the com- 
pany’s formerly unbalanced and often 
out-of-date plants. As he built new 


plants, Moreell began shutting down 
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inefficient 
time he 


older ones. At the same 
concentrated heavily on 
building up facilities for producing 
specialty tubular and light steels, 
eliminating an unhealthy dependence 
on the feast-or-famine construction 
industry 

Transformation, In 1945, when Mo- 
reell took over, Jones & Laughlin 
badly needed an optimist to run the 
company. Its antiquated facilities, a 
dangerous concentration of 80% of 
ingot capacity in the steel surplus 
Pittsburgh area and unbalanced fin- 
ishing facilities would probably have 
discouraged many steel executives. 

But not Ben Moreell, a retired Navy 
engineer and the only non-Annapolis 
man to make the four-star rank of 
Admiral. As wartime boss of the 
Navy's hardworking Seabees, and 
later government-appointed adminis- 
trator of the strikebound coal mines, 
he had shown an unusual ability for 
getting things done quickly and ef- 
fectively 

Moreell realized that the steel busi- 
ness depended more than most others 
on the prosperity of the nation as a 
whole. He knew that if times were 
bad, the steel industry would have to 
bank its furnaces. But he was also 
quick to spot some special weaknesses 
in Jones & Laughlin’s situation 
“J&L,” said he at the time, “is too 
heavily concentrated in heavy struc- 
tural steel and is thus too dependent 
on the health of the construction in- 
dustry.” 

Moreell quickly set about building 
up production of lighter steels, in- 
cluding tinplate for “tin” cans; cold 
rolled sheets for auto bodies, parts 
and appliances; and hot rolled sheets 
used in flooring, partitions and ap- 
pliances. “Not only are these fields 
growing faster than heavy steels,” 
said he, “but they're more stable.” 


thy; gees 


The Payoff. Last year, thanks to the 
hew look Moreell had given it, J&L 
sold $175 million worth of sheet and 
strip steel, $100 million worth of tu- 
products, $55 million worth of 
about $54 million 
worth of plates and structurals 

Moreover, despite the recession, 
Jones & Laughlin finished the yea: 
with its operating profit margin, that 
vital measure of firm 
17.5°), a full 3.5 points better than in 
1949, the 
pay for the expansion and moderniza- 
tion that made this possible, Moreell 
had plowed back more than 60% of all 
postwar earnings. But judging by the 
1954 Moreell’s optimism 
seemed to be paying off very hand- 
somely 

If there 


year 


bular 
tinplate and only 


efficiency, a 


last steel recession year. To 


showing, 


remained doubt, this 
dispelled it. In good physical 
shape to cash in on the great 1955 
steel that Moreell had so ac- 
curately predicted, Jones & Laughlin 
was running its mills last month at 
more than 100° of theoretical capac- 
ity, and had turned a profit of $34.8 
million in the first nine months, more 
than double its earnings for the same 
period last yea 

Fly in the Ointment. 
confidence in 


any 


boom 


But for all his 
the future of the steel 
Moreell sometimes talks as 
though he thought the country were 
going to the dogs. The fly in the pros- 
perity ointment, as Moreell sees it, is 
the growing tendency, even under a 
Republican administration, for the 
Government to make its influence 
felt in the daily lives of its citizens. 
While Moreell is not alone among 
businessmen in worrying about this 
trend, he has been unusually, and 
typically, outspoken in saying so 
Moreell is no man to wince if some of 


industry 


his ideas are referred to as “reaction- 
ary.” Sample Moreellisms 

* There is a frightening parallel 
between the attitude that produced 
the New and Fair Deals and that of 


J &@ i's SOUTH SIDE (PITTSBURGH) MILLS: 
at $300 to $350 per ton, and only $75 used, is new plant worthwhile? 


the Romans prior to the collapse of 
their empire. “Every one of the New 
Deal-Fair Deal measures,” says he, 
“was tried in the Roman Empire with, 
as the inevitable result, decay of the 
moral fiber of that great people and 
their ultimate conquest by the bar- 
barians.” 

* “Inequality is a law of nature,” 
and none of the Government's affai: 

* “Just how much liberty does a 
person really have when more than 
half of his earnings are taken from 
him without his consent and are spent 
for purposes distasteful to him?” 

Higher Profits. Essentially, Moreell’s 
creed boils down to one simple prin- 
ciple: a man should be permitted to 
earn as much as he is worth. In this 
respect Moreell does not feel that the 
nation is doing right by the steel in- 
dustry. “The steel industry,” says he, 
“must be paid a higher price for its 
service to the American people.” He 
believes that without lower taxes and 
higher prices, the industry cannot 
earn enough money to attract the in- 
vestment capital it requires for ex- 
pansion. 

Says Moreell: “A new- steel plant 
today would cost between $300 and 
$350 per ton of capacity. We are not 
currently earning enough on each ton 
of steel to sustain that kind of invest- 
ment. As a result (see table) you 
can buy a ton of steel-making capac- 
ity on the New York Stock Exchange 
for around $75.” 

But allegedly low prices, high taxes 
and his sometimes apocalyptic views 
on the state of society, have not 
dimmed Moreell’s deep and abiding 
faith in the destiny of the steel indus- 
try. That destiny, Moreell believes 
calls for another 30 millions of tons 
of capacity by 1965 on top of the pres- 
ent 126 million tons, and $16 billion 
worth of new plant and equipment 
“J&L,” says Moreell, forgettirig for a 
moment his fears for the future of our 
society, “will never stop growing.” 
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THE OTHER BULL MARKET 


The sprawling Over-the-Counter market is a place where 
you can buy or sell anything from a $14,000-a-share gold 
chip investment company to the sleaziest of penny stocks. 
Here’s an investor’s-eye view of another great bull arena. 


Tue over-the-counter stock market, 
that sprawling, coast-to-coast net- 
work of 3,500 trading rooms, is as big 
as the U.S. economy itself and just as 
bewildering. To much of the public it 
is a murky, uncharted place where 
the investor wanders at his own risk 
But to thousands of other hopeful 
plungers it is a rainbow with a pot of 
gold at the end, a place where every 
man can take a crack at becoming a 
Rockefeller. 

Catch-all. To Wall Street profes- 
sionals, of course, there is nothing 
especially mysterious about over-the- 
counter markets. The term is simply 
a catch-all to describe the trading in 
securities which flourishes outside of 
the 15 registered U.S. stock ex- 
changes. But to a ruggedly individ- 
ualist-handful of corporate executives, 
the over-the-counter market is more 
than that: it is one of the last refuges 
for corporations who do not want to 
reveal certain facts and figures of 
their businesses. Nor is this all. Many 
a giant corperation in the banking and 
insurance businesses avoids listing on 
a stock exchange in the hope of in- 
sulating their shares from some of the 
daily ups and downs of speculation 

Whatever attitude one has toward 
over-the-counter trading, one thing 
was abundantly clear last month: the 
over-the-counter market has done 
well in the great bull market. As 
measured by the National Quotation 
Board's Over-the-Counter Industrial 
Index, it rose a hefty 190°. from its 
1949 low (see chart), thereby keep- 
ing pace with the roughly 200°, rise 
in the Dow-Jones Industrial average 
in the same period. 

Sheer Numbers. By restricting his 
selection to familiar names ot tisted 
stocks, has the average investor left 
these over-the-counter profits to be 
garnered by the more sophisticated 
professionals? Those who did so have 
certainly passed up some good bets. 
In sheer numbers of investment op- 
portunities, unlisted stocks easily 
overwhelm the 3,650 or so stocks 
listed on the U.S.’s stock exchanges 
In its recent study of the stock mar- 
ket, Senator J. William Fulbright’s 
committee estimated the number of 
U.S. companies with publicly-held 
shares at close to 70,000. At least 
5,000 of these stocks are quoted daily 
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by the National Quotation Bureau, 
bookkeeper extraordinary to the 
over-the-counter dealers. Louis Walk- 
er, president of NQB, estimates there 
are another 10,000 stocks in which 
there is at least some trading interest 
every year 

Sheer numbers aside, the investor 
who closes his mind to unlisted se- 
curities, shuts out such staid and solid 
corporations as J.P. Morgan & Co.; the 
Travellers’ Life Insurance Company; 
Weyerhaeuser Timber Co.; Chase 
Manhattan Bank; Time, Inc.; and 
Christiana Securities, the $14,900-a- 
share holding company through which 
the du Pont family controls mighty 
E.I. du Pont de Nemours & Co. He is 
also shutting out such lesser but in- 
triguing names as Brinks, Inc., the 
armored car operators; Boston’s Con- 
solidated Lobster Company; Oshkosh, 
B’Gosh, the famed work clothes mak- 
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NQB vs. DJI 


In recent years the Dow-Jones Industrial 
Average (Big Board stocks) and the National 
Quotation Bureau Industrial Average (un 
listed stocks) have followed remarkably 
similar paths, rising and falling in unison 


er; Los Angeles Turf Club, operator 
of the Santa Anita race track 

Big Claims. In their more expan- 
sive moments, over-the-counter vet- 
erans like to boast that the volume of 
trading in over-the-counter markets 
dwarfs volume on all the 
stock solid $28 
billion worth of stocks were traded 
last the public stock 
this is no small claim 
trading in unlisted 


combined 
exchanges. Since a 
year on ex- 
Yet 
industriai stocks 
is only a small fraction of over-the 
counte! 


changes, 


trading. Over-the-counter 
example, the 
market, 80° of 
ing in corporate bonds and 99° of all 
bank shares. All mu- 
tual funds move over-the-counter. So 
do dozens of foreign blue chips like 
Unilever 
the Lux soap empire 


Works of the 


Paper 


men claim, for 


entire 


new money all trad 


and insurance 


the international parent of 
Philips Lamp 
Netherlands; Bowate1 
British Petro 
Africa's De Beers 
And, for 
an assortment of reasons, at least 25°; 
Big Board 


the-counte! 


globe girdling 
and South 


diamond and mining empire 


léum; 


of all trading in issues is 


carried on ove! 


Moreover 


the number of over-the 


Blocks, too orbed in the 
reguiar course of trading, & 1 as from in 
vestment trust or large s, are ofter 
sold direct to in‘ using the 
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counter dealers easily eclipses the 
roster of stock exchange member 
firms. As against some 642 of the lat- 
ter, the National Association of Se- 
curity Dealers, the over-the-counter 
trade group, counts 3,414 members, 
ranging from one-man desk~-space- 
and-telephone outfits to giant under- 
writers like Blyth & Co. and First 
Boston Corp. 

In the last resort, however, all ar- 
guments about the relative size of 
over-the-counter trading bog down in 
one inescapable fact: there simply are 
no reliable figures. “The only sure 
thing you can say about the volume 
of over-the-counter trading,” says 
one NASD official, “is that it is im- 
possible to estimate it.” 

Horse Trading. From time to time 
conscientious efforts have been made 
to gather sound statistics, but they 
have always collapsed under the sheer 
magnitude of the task. For over-the- 
counter trading, the very antithesis of 
the stock exchange’s auction method, 
is simply a private bargain struck be- 
tween two individuals. On the New 
York Stock Exchange a broker takes 
his customer's order to one of the 18 
trading booths and asks for the cur- 
rent quotes. He executes the order in 
full view of his fellows at the best 
price available, and within a matter 
of minutes the transaction is recorded 
on 2,000 tickers in 365 cities. If the 
buyer and seller should be too far 
apart to strike a deal, the specialist is 
standing by to buy or sell and keep 
the market smooth and continuous. 

The over-the-counter trader has no 
ticker tape, no central market, no 
published list of actual transactions 
He does, of course, have a rough sort 
of guide in the “bid and ask” quota- 
tions printed in many daily papers 
and the National Quotation Board 
daily service. He knows that roughly 
speaking he will have to pay close to 
the “ask” price, as a buyer, and as a 
seller he will probably get close to 
the “bid” price. 

Five Percenters. Allowing a slight 
margin for bargaining, the “spread” 
covers the commission, or service 
charge, the dealer gets for his serv- 
ices. Since “spreads” average, ac- 
cording to a recent study by the 
Wharton School of the University of 
Pennsylvania, $1.50 a share, there 
have been charges in the past that 
commissions are too high in unlisted 
trading. But, as over-the-counter 
men are quick to point out, there are 
fairly strict limits on the commissions 
they can charge. The National As- 
sociation of Security Dealers keeps a 
close check on their books, frowning 
on commissions that total more than 
five per cent from both buyer and 
seller for any one transaction—except 
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on stocks ‘selling under $10 a share. 
The hard fact remains, however, 
that the public pays considerably 
higher commissions for buying and 
selling unlisted cotamon stocks. The 
Wharton School study bears this out. 
“Average customer costs in the over- 
the-counter markets,” the survey re- 
ported, “appeared to be about twice 
those on the New York Stock Ex- 
change for each price class.” It comes 
out something like this: purchase of 
100 shares of stock selling on the Big 
Board at 25 would cost the customer 
about $25 in commissions; a similar 
$2,500 transaction in an unlimited 
stock would set the investor back 
about $62.50 in commissions. 
Custom-tailored Service. Over-the- 
counter dealers are quick to resent 
suggestions that they are over-charg- 
ing for their services. “Don’t forget,” 
says one well-known  over-the- 


ee ey 


Ours is much more a made-to-order 
service,” 

Liquidity. Despite these trading 
problems, some over-the-counter men 
claim they maintain a market in the 
more active unlisted stocks that is 
satisfyingly fast and liquid. “Fre- 
quently,” says Colonel Oliver Troster, 
partner in Troster, Singer & Co., one 
of the best-known Wall Street over- 
the-counter houses, “I can get con- 
firmation of a sale or purchase of 
certain unlisted stocks as quickly as 
you can get it from some of the Big 
Board stocks.” 

In some of the more active unlisted 
stocks, trading volume is comparable 
to that for many listed stocks. Recent- 
ly the Rockwell Manufacturing Co 
reported that an average of 31,300 of 
their unlisted shares changed hands 
every month during 1953, no mean 
turnover for a period when many a 
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counter dealer, “that we are giving 
quite a different service than the 
broker in listed securities.” For one 
thing, the over-the-counter 
often “sponsors” 
trades in 


dealer 
some of the stocks he 
This means he has to be 
ready to buy or sell them at any time, 
a situation which forces him to be 
either short or long of the stock at all 
times 

This involves obvious pitfalls. One 
of the largest dealers in Wall Street 
puts it like this: “All it takes is some 
bad news overnight in one of the 
stocks I am positioning, and I may 
wake up $10,000 or so poorer. That's 
something Big Board brokers don’t 
have to worry about unless they're 
specialists.” 

The over-the-counter broker has 
other headaches peculiar to the pro- 
fession. “In the time it takes me,” 
points one veteran dealer, “to find a 
buyer in Sacramento for some stock 
offered for sale in Boston, a Stock 
Exchange broker can transmit a 
couple of dozen orders to the floor 


1947 1948 1949 1950 1951 1952 1953 1954 1955 


Big Board issue counted its monthly 
volume at one tenth that figure. 

But even with popular unlisted 
stocks like Smith, Kline & French 
or Time, Inc., there is no doubt 
that the in-and-out trader is like a 
fish out of water in the over-the- 
counter market. Apart from the 
higher cost of commissions, he must 
feel his way without the regularly 
comforting information about fluctua- 
tions and the amount of trading that 
only the ticker can give. Nor, except 
for dealers, is there any way for the 
bearish-minded trader to go short of 
unlisted stocks. To make matters 
worse, the trader cannot buy unlisted 
stocks on margin." 

Bargain Counter. The trader is clear- 
ly at a disadvantage in unlisted stocks, 
but where does the income-minded 
and capital gains-seeking investor 
stand? Is the over-the-counter mar- 
ket, therefore, a relative bargain 
counter for him? There certainly have 


*He may, however, be able to borrow from 
his bank on the security of unlisted stocks 
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been times when it was. In the dismal 
wartime market of 1942, the Dow- 
Jones Industrials dropped to a level 
where their dividends yielded a fat 
7.5%. But its over-the-counter coun- 
terpart was an even greater potential 
bargain. During most of 1942, the 35 
National Quotation Bureau index is- 
sues averaged a tantalizing 10% on 
their prevailing prices. 

Again in the 1949 stock market 
doldrums, the NQB index was yield- 
ing 9%, a full two points higher than 
the DJL. But now, unhappily for bar- 
gain hunters, the bull market has 
changed all that (see chart). Fast-ris- 
ing stock prices lowered the NQB 
yield even faster than they reduced 
the DJI’s. By mid-1951, the two yields 
had come together at 6%-7%. Drop- 
ping steadily to a recent 444%, they 
have remained almost equal ever 
since. 

In the long bull market some of the 
NQB unlisted blue chips have put on 
exceedingly sparkling performances. 
Weyerhaeuser Timber rose 300°, be- 
tween 1950 and 1955. Smith, Kline & 
French went up 500°. General Amer- 
ican Oil rose from $1.50 a share in 
1945 to a high of 58% this year. To- 
day genuine blue chip bargairis are 
as hard to find among over-the- 
counter issues as they are on the Big 
Board. 

Then, too, bargain hunters should 
remember this: like the Dow-Jones 
Industrial average, the NQB stocks 
have been highly selective in their 
rises. The DJI had its Loews, Inc., 
which after a six-year bull market 
was still selling at less than half its 
1946 high. The NQB Index had Crow- 
ell-Collier (now listed on the Ameri- 
can Stock Exchange), which reflected 
the ragged fortunes of Colliers’ mag- 
azine by dropping to a recent 7‘, off a 
bone-jarring 85°, from its 1946 high 
Anheuser-Busch, buffeted by setbacks 
in the beer business, was recently 
quoted at 20, off 18 points from its 
1954 high. 

Fortune-Builders. But neither the 
over-the-counter laggards nor its 
bluest chips tell the whole Midas 
story of some of the meteoric, fortune- 
building rises that have taken place 
since the war among unlisted stocks 
A few samples: 

e Cross Co., fast-growing manu- 
facturer of automated machine tools, 
where $500 invested in 1946 would 
have been worth $38,000 at the 1955 
high. 

® National Homes, where a $500 in- 
vestment as recently as 1950 would 
have been worth nearly $13,000 re- 
cently. 

e H. K. Porter Co., the diversified 
industrial goods complex built up by 
Thomas Evans around a bankrupt 


Forses, NovempBer 15, 1955 


manufacturer of switching locomotives 
H. K. Porter sold as low as 75 cents a 
share on the present stock in 1948, has 
been quoted this year as high as 372. 

These three over-the-counter sen- 
sations are still traded over-the- 
counter, but many others have 
graduated to the Big Board or the 
American Stock Exchange. Foremost 
Dairies (Forses, Aug. 15), after build- 
ing sales from $13 million to $353 mil- 
lion in just 11 years, made the move 
this summer. Recalling such examples, 
over-the-counter partisans like to re- 
mind investors that 9 out of every 10 
big-name stocks on the New York 


35 Over-the-Counter “Blue Chips” 


These are the unlisted companies whose 
shores make up the National Quotation 
Board's Over-the-Counter Industrials in- 
dex: 


THE AMERICAN HARDWARE CORPORATION 
ANHEUSER-BUSCH, INCORPORATED 


POTASH CO. OF AMERICA 

REPUBLIC NATURAL GAS COMPANY 
THE RICHARDSON COMPANY 

H. H. ROBERTSON COMPANY 
SACO-LOWELL SHOPS ; 

SMITH, KLINE & FRENCH LABORATORIES 
THE STANLEY WORKS 

TAYLOR INSTRUMENT CO. 


MANUF 
WEYERHAEUSER TIMBER COMPANY 


Stock Exchange today began their 
career in the over-the-counter mar- 
kets. 

Graduation. Why then, many inves- 
tors are inclined to ask, do not all the 
over-the-counter blue chips apply for 
listing on a stock exchange? 

Smaller, less well-known companies 
have a ready answer. Says the presi- 
dent of a fast-growing New Jersey 
plastics firm: “If my company, rela- 
tively unknown and unseasoned, went 
on an exchange, there wouldn't be 
enough trading interest to keep prices 
steady. In our present unlisted status, 
we have the sponsorship of a reputa- 
ble dealer who has a personal interest 


in keeping a continuous, ready market 
for our shares.” 

Some bigger firms have reasons of 
their own for shunning listed status. 
Colonel Willard F. Rockwell, chair- 
man of $50 million Rockwell Manu- 
facturing, feels that the disclosure 
rules of the New York Stock Ex- 
change and the SEC might slow him 
down in the purchase of new com- 
panies to expand and diversify his big 
machinery outfit. Some rugged indi- 
vidualists fear that revealing the re- 
quired sales and proxy 
required for 


information 
listing might give aid 
and/or comfort to competitors 

There is, moreover, some evidence 
that unlisted stocks are less disturbed 
by the day-to-day fluctuation ripples 
and eddies of the market. Banks arid 
insurance especially 
anxious to insulate their shares. Cu 
rently there is not a single bank stock 
among the 1,521 issues listed on the 
New York Stock Exchange.* 

Nor experience of recent 
graduates of over-the-counter shares 
to the Big Board been reassuring 
Sixteen out of 24 stocks listed in a re- 
cent eight-month period dropped from 
2% to 30° after joining the New 
York Stock Exchange De- 
prived of dealer sponsorship, several 
of them had a rough time marketwise 
as they faced the shifting winds of 
listed trading 

Double Standard. Stock exchange 
officials, however, believe they could 
win valuable listings, 
drawback: the 
fact that unlisted companies are not 
required to divulge specified informa- 
tion about sales, officers’ salaries, and 
insider” trading and stockholdings 
unless they come to the public for 
fresh capital. Jamies E. Day, able 
president of the Midwest Stock Ex- 
change, recently used the 
‘double standard” to 
anomalous situation 


companies are 


has the 


roster 


many more 


were it not for one 


term 
describe this 
Picking up this 
argument, Senator Fulbright has pro- 
posed that the 1,200-or-so 
companies with 750 or 
holders and 
more be 


unlisted 
more stock- 
assets of $5 million or 
required to make public the 
same information that listed com- 
panies do. The New York Stock Ex- 
change President Keith Funston, who 
has testified before Congress in favor 
of the measure, estimates that it would 
bring some listings 
trading posts 

To these 


counte! 


125 new to his 
over-the- 
inclined to ery 
“sour grapes.”” Behind the demand for 
fuller disclosure they claim to see the 
selfish hand of stock exchange vested 
interests on the hunt for more listings 


arguments, 
dealers are 


*The only listed bank, Corn Exchange 
dropped out after its merger with the Chemi- 
cal Bank 
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“Such support as there was (for the 
Fulbright measure),” charges Harold 
E. Wood of St. Paul, Chairman of the 
NASD, “came from stock exchange 
representatives... . Their exchanges 
compete with the over-the-counter 
markets for trading, andthey are hope- 
ful of attaining additional listings.” 
Voluntary Disclosure. Over -the- 
counter partisans also like to point out 
that some unlisted companies have 
voluntarily gone out of their way to 
let the public and their stockholders 
know what they are doing. Certainly 
Rockwell Manufacturing, for example, 
has been more open-handed with in- 
formation than, say, Ingersoll-Rand on 
the Big Board, whose officers stub- 
bornly refuse to talk to the press. 
Moreover, few listed companies give 
stockholders more detailed annual 
reports than does unlisted Anheuser- 
Busch 
Among security analysts hungry 
for statistics, and politicians genuinely 
interested in protecting the public, the 
last word has not yet been said in the 
long-standing argument over the de- 
sirability of listing. But last month 
one of Wall Street’s shrewdest ob- 
servers had this advice for investors: 
“What really counts,” said he, “is that 
you have sufficient information and 
guidance to know what you are get- 
ting into. Beyond that, management 
and growth and price are the things 
to watch for. Where, or how, the 
stock is traded is a problem that in- 
vestors can well leave to the experts.” 


FOOD & DRINK 


PEPSi PROFITS 


Reporting for 9 months, the 
nation’s No. 2 soda pop pro- 
ducer offered intoxicating 
news: sales and earnings both 
on the effervescent up & up. 





CuammMan Atrrep Nu Sreeve had 
some news for Pepsi-Cola Co.'s* 
stockholders last month that was as 
effervescently refreshing as a long, 
cool glass of Pepsi itself. In 1955's first 
9 months, Pepsi-Cola had really hit 
the spot, totaling up the highest case 
sales in its history. On net sales of 
$15.8 million, up from a depressingly 
flat $9.7 million last year, Pepsi 
netted a peppy $7.8 million, a 624%% 
boost. For the third quarter alone, 
Pepsi earned 59c a share vs, 42c last 
Year ; 

Primed with a bubbling expansive- 
ness over Pepsi's fizzing fortunes, 


*Traded NYSE. Price range (1955): high. 
24%; low, 17%. Dividend (1954): Gc. Indi- 
cated 1955 payout: 80c. Ticker symbol: PEP 
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Steele added some more intoxicating 
news to his report. For a solid 61 con- 
secutive months, ke noted, Pepsi's 
case sales have been on the rise. Since 
January alone, 25 new Pepsi bottling 
plants have been opened, and 11 more 
are scheduled to go into operation 
within the U.S. by year’s end. Abroad, 
14 additional Pepsi plants have been 
opened, with 9 more yet to come be- 
fore Pepsi's accountants close their 
books for the year 


AIRCRAFT 


VISION 


Atomic airplanes? You may 
be riding them during your 
lifetime. But just now it’s jets. 


Wuen American Airlines* President 
C.R. (for Cyrus Rowlett) Smith, 56, 
hustled off to California late last 


AA's SMITH: 
cards held close in a $1 billion game 


month, everyone in Wall Street knew 
what he was after: jet planes. The big 
$100-million question was: which 
ones, Douglas’ DC-#s or Boeing's 
707s? 

Waiting Gams. To date, Pan Amer- 
ican has plunged into jets to the tune 
of $269 million, but it split its order 
between Boeing (20 planes) and 
Douglas (25 planes). United's Bill 
Patterson then came along to tip the 
scales in Douglas’ favor with a $175- 
million order for 30 DC-8s. But it is 
big American, the U.S.’s largest air- 
line, which traditionally swings the 
other carriers into Indian file for a 


*Traded NYSE 
20%; low, 20% 
cated 
symbol 


Price range (1955) 
Dividend (1954): ec 
1955 payout 2c quarterly 

AMR 


high 
Indi- 
Ticker 


piece of major equipment, and every- 
one in the industry was hanging on 
Smith’s decision. 

Oh, yes, Smith admitted, he was 
there to buy jets, 20 of them at $5 
million apiece including spare parts. 
Which ones? Well, he didn't yet 
know. 

In a sense, Smith could not afford 
to wait much longer to make up his 
mind. With United’s order already 
booked for priority on Douglas’ as- 
sembly lines, American had to have 
assurance of a similar delivery date 
or lose out to United on a big bonanza 
of promotion (and passengers). But 
in another sense, the waiting game 
might pay dividends. It made Douglas 
and Boeing, both of which have bil- 
lions in potential orders at stake, all 
the more willing to underwrite many 
of the uncertainties of their jets’ per- 
formance. And to guarantee iron-clad 
delivery dates 

Many a Wall Streeter thought he 
saw a hint in Smith’s delay of a deci- 
sion to do business with Boeing. But 
it was mere guesswork, based on the 
assumption that Boeing would be bet- 
ter able to meet an early delivery 
date on American's order than would 
Douglas. If so, it would be a bad blow 
for Douglas, which has been Ameri- 
can’s principal supplier of airframes 
for better than two decades. And it 
would be an especially bitter one, 
coming as it would on top of Ameri- 
can’s precedent-breaking order five 
months ago for 35 of Lockheed’s fast 
(400 mph) turboprop Electras, the 
first big order American has given 
any other producer in years. 

Atomic Poker. But if he was play- 
ing his cards close to his chest in the 
airlines’ jet-propelled poker game, 
Smith was also considering some wild 
cards for future play. Stopping off in 
Los Angeles to talk at a Rotary Club 
luncheon, Smith predicted that his 
attentive (and vigorously applaud- 
ing) audience would be flying in 
atomic-powered airliners “during ou 
lifetime. There is enough potential 
energy in a pound of uranium,” said 
he, “to fly an airplane around the 
world nonstop 199 times or more.” 

Three thousand miles away in Wall 
Street, aircraft followers could almost 
see the ears prick up in the executive 
suites at General Dynamic’s Convair 
Division, only a short hop from where 
Smith spoke. Although the Penta- 
gon’s brass have been subject to mer- 
curial ups and downs (currently up) 
in their feelings toward the potential 
of the atomic-powered military plane, 
Convair has had the inside track for 
more than four years in development 
work on a suitable airframe. But up 
to now it has never had even a toe- 
hold in long-haul equipment. 
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RAILROADS 


SOUTHERN RINGS 
THE BELL 


In his attempt to fatten the South- 
ern Railway's payload, President 
Harry DeButts has outdistanced 
— and angered — competitors. 





From his office on Washington’s Mc- 
Pherson Square, Harry Ashby De- 
Butts cannot see a single crosstie in 
the Southern Railway Co.’s* sprawling 
8,000-mile system. But last month 
DeButts needed only his ears to tell 
him that, from Kentucky to Florida 
there was trouble along the track 
Four of his archcompetitors, led by 
the powerful Atlantic Coast Line and 
its affiliate, the Louisville & Nash- 
ville,t roared hopping-mad into Wash- 
ington’s Interstate Commerce Com- 
mision to charge Southern with some 
illegal financial shenanigans in the 
booming country south of the Po- 
tomac. 

The Southern, they complained, had 
been grabbing traffic away from othe: 
southland roads by using outlandish- 
ly liberal long-term loans to induce 
food, produce and warehouse com- 
panies to build their terminals along 
the Southern’s lines at Jacksonville, 
Louisville, Birmingham, Chattanooga, 
Atlanta and Lexington, Ky. The 
Southern’s real estate subsidiary, they 
said, sold land for long-term loans in- 
stead of cash—and at rates “which a 
bona fide lending agency would not 
make.” The Southern also laid con- 
siderable trackage at its own expense. 
All this, according to the irate Coast 
Line group, amounted to “unlawful 

*Traded NYSE. Price range (1955): high, 


9934: low, 7234. Dividend (1 ): $3.50. Indi- 
cated 1955 payout: $4. Ticker symbol: SR 


The others: L&N-controlled Nashville, 
Chattanooga & St. Louis and Atlanta & West 
Point railroads 
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Line since World War Il 

the LAN since 1952 


< Atlantic 
” Coast Line 
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concessions, rebates, unjust discrim- 
inations, undue preference and prej- 
udices” and a host of other assorted 
crimes couched in ponderous legalese 

DeButts lost no time firing back in 
plain English. “Our action,” he said, 
“was a public service to the communi- 
ties involved. The fact that we got the 
jump on our competitors is what in- 
spired these charges. They're 
losers.” 

Payload. Whether o1 
actually 


poor 


not DeButts 
stepped outside any of the 
complex regulations that govern U.S 
rail carriers is a question which will 
probably be decided only after long 
hours of wrangling before the ICC 
But one fact is indisputable: DeButts 
negotiated circles around rival At- 
lantic Coast Line. “What we've done is 
perfectly legal,” he said. “The At- 
lantic Coast Line would have done 
the same thing but we beat them to it. 


- 


mA hl 
A Me 1 AY 


SOUTHERN 
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RAILWAY FPREICHT: 


All these cities wanted big produce 
terminals where farmers could bring 
their goods. We them the land 
and took a second mortgage on it. Of 


course, we're also hopeful that it will 
increase our traffic 


sold 


That's what we're 
in business for.’ 

Affable De- 
Butts, like present-day 
rail executives, began his career as a 
pick-and-shovel laborer on the South- 
ern back in 1916. Following the tra 
ditional up-from-the-road-gang path 
to the 1952, DeButts 
found himself directing operations of 
a road proud boast, “The 
Southern Serves the South,” was em 
blazoned on 26,000 freight cars, hun 
dreds of locomotives. But unlike many 
of his railroading colleagues who were 
content to direct systems from 
pushbutton offices, DeButts promptly 
went out on the hustle up 


traffic. “A good part of the time,” said 
an associate 


Virginia-born Harry 


many othe 


presidency in 


Ww hose 


their 
road to 


“he’s actually out 
ing doorbells, talking to shippers, 
looking for load of freight 
The rest of the time he’s most likely 
in some other part of the country, try- 


ring- 


another 


ing to convince businessmen to relo 
cate along our lines Said DeButts 
think it’s a good 
a railroad president to get 
talk to his customers. It’s 


surprising what he can learn about his 
own business 


more modestly: “I 
thing fo 


out and 


Payoff. Such on-the-spot attention 
has paid off in a kind of operating ef- 
ficiency his competitors cannot match 
(see chart). It has also helped the 
Southern roll through 
September with one of the lowest op 
erating ratios (65.2 


prosperous 


“%) in the country 
The Louisville & Nashville, by con- 
trast, wound up 79.8° ratio 
the Atlanti with 83.9%, 

For an even better indication of the 
way Harry DeButts has outraced his 
competitors, Wall Streeters had only 
to pick through the sheafs of third- 
quarter earnings statements that de- 


with a 


Coast Line 


the boss found a way to cross some new bridges 





SOUTHERN'S DeBUTTS (CENTER) WITH SIR ERIC & LADY BOWATER: 


luged the Canyon last month. The 
LA&N, set back by a springtime strike 
wound up with revenues slashed 13, 
The ACL, while it increased revenues 
2.5% and profits 17%, was still haul- 
ing a good deal less freight than in 
1953. The Southern, however, boosted 
its revenues almost 13°), to $206 mil- 
lion, and would probably go on to top 
1953's record $275 million by year- 
end, Even better, it 
ings a thumping 66°, 


increased earn- 
to $27.5 million 
($9.72 per share) and in nine months 
had surpassed its entire 1954 earnings 
It was also well on its way toward 
ringing up its most profitable year 

As rival railroad lawyers prepared 
to do battle in the ICC chambers last 
month, Wall Streeters seemed more 
interested in the comparative statis- 
tics. “It looks as if the Southern’s 
only crime,” said one, “is in serving 
the South a little too well.” 


BUILDING MATERIALS 





BUILD-UP 


Johns-Manville is get- 
ting set to nail down the 
hest year in its history 


Wuite Americans in record numbers 
have been building and buying homes 
this year, the U.S.’s largest manu- 
facturer of asbestos building supplies 
has been merrily feathering its own 
nest. By last month, Johns-Manville 
Corp." Chairman Leslie Martin Cassi- 
dy could report the prettiest fiscal 
picture in his company’s 97-year his- 
(1955) high 


$425. Indi 
symbol: JM 


*Traded NYSE. Price range 
07; low, Bl'y. Dividend (1 } 
cated 1955 payout: $4.25. Ticke 
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is serving too well a crime? 


tory. In 1955's third alone 
Johns-Manville had nailed down $76.2 
million in sales, up from $67.8 million 
and it had earned a thump- 
ing $7.2 million profit, a 53.2% 
Thanks to the hot pace of 
dust: Johns-Manville’s 
had been sellouts 
It was more than enough to make 
1955 a 


for Johns 


quarter 


last yea! 
boost 
US. in 
industrial 
products 
virtually certain record 
Manville. For the nine 
date, Johns-Manville has 
racked up sales of $207.9 million, a cool 
$23.3 million higher than last 
But this 12.6% boost in 
more than matched by a 


creas in 


yea! 


month to 


year 
gross was 
29.1% in- 
Johns-Manville’s net, to 
$16 | million 

With 


against last 


show 
had 
satisfaction. But 
Johns-Manville 


share to 
year's $4, 


reason for 


$5.16 net per 
Cassidy 
ample 
construction-minded 


J-M KILN 


the boss had good reason to gloat 


has no intention of taking it easy next 
year. Beginning in January, the com- 
pany’s industrial products division 
will itself be divided into three new 
parts—industrial installations, pipe, 
packagings and friction materials 
Said Cassidy: “an important step in 
the company’s growth and progress.” 


ADVERTISING 


END OF 
UNCERTAINTY 


Last month’s Federal Court 
decision settled some things, 
but it raised the question— 
Where will General Out- 
door Advertising go next? 





Tue Government's five-year-old anti- 
trust against General Outdoor 
Avertising, Inc.*, largest outdoor ad- 
vertising business in the country, 
ended abruptly last month. The Fed- 
eral Courts ordered GOA to sell its 
holdings in Pittsburgh Outdoor Ad- 
vertising Co. (70%), Alabama Out- 
Advertising Co., Inc. (60°) 
Central Outdoor Advertising Co., In« 
(40%), and Walker & Co. (14°), if a 
fair price could be obtained 

Early Bird. But GOA, whose poste: 
panels, painted walls, and electric 
signs enliven the landscape from Bos- 
ton to Denver, had cannily jumped 
the gun. Only three days earlier, GOA 
President Burr L. Robbins had an- 
nounced that the company was sell- 
ing its interest in AOA and POA for 
some $2.5 million in order to pay off 
GOA's preferred stock by February 

“We've been trying,” said GOA 
Vice President A. L. Bauer just the 
day before the Court sat, “to put the 
company in the hands of its common 
stockholders ever since we started.” 
When the decision finally came, Rob- 
bins was grateful: “This ends a long 
period of uncertainty and distraction.” 

Burr Robbins had good reason to be 
distracted. Originally the Justice De- 
partment’s petition had been far more 
severe. As it was, the court found no 
violation of the law. But it ordered 
the company to: 1) sell the four sub- 
sidiaries; 2) discontinue certain “ob- 
jectionable” advertising practices (e.g., 
erecting its signboards so that com- 
petitors’ could not be seen); 3) sell 
all but 30° of its interest in the in- 
dustry’s nonprofit sales promotion 
agency, Outdoor Advertising, Inc 
(which with admirable foresight GOA 
had done some months before); 4) 
drop certain directors from its board 


suit 


door 


*Traded NYSE. Price range (1955) 
33'4; low, 20%. Dividend (1954): $2 
cated 1955 payout: $2. Ticker symbol! 


high 
Indi- 
GOoU 
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Anticipations. A few days later, look- 
ing clear-eyed and undistracted, Rob- 
bins produced GOA’s nine months 
report. Sales were even better than 
last year’s $22.6 million—-some $23.6 
million all told. But profits had 
dropped $36,000 below last year’s $1.9 
million. Still Robbins was confident, 
he said, that GOA's profits for the full 
year would easily top last year’s $2.4 
million total, highest since 1950. 

Wall Streeters, however, were still 
wondering what effect the court de- 
cision would have on the company’s 
long-term fortunes. Last year, GOA’s 
sales reached an all-time high of 
$29.65 million, but conditions in the 
industry have been growing more 
difficult. Costs are rising steadily, tele- 
vision is eating ever larger holes in 
advertisers’ budgets, and competition 
is growing more intense. 

But Robbins is not worried. Large 
sections of GOA’s territory are far 
from being fully exploited, and Rob- 
bins is getting ready to move into 
them. “Now,” he says calmly, “we can 
plan for further developments.” 


AUTO PARTS 


GREEN LIGHT 


Last year, when its biggest cus- 
tomer got snarled in competitive 
traffic, so did auto parts-making 
Electric Auto-Lite. But the se- 
quel has been highly spectacular. 





A sometime lawyer and full-time 
corporation executive, James P. Fal- 
vey, 50, is well-known around Toledo, 
Ohio as a devoted reader with a cath- 
olic taste in literature. But last year 
something happened that put a big 
crimp in Falvey’s reading hours: upon 
Electric Auto-Lite* President Royce 

*Traded NYSE. Price range (1955) 
53; low, 35%. Dividend (1 ) 


stock. Indicated 1955 payout: 
Ticker symbol; ET 


high, 
1.50 plus 2% 
plus stocks 





AUTO-LITE LIGHTS UP 


9 months sales and earnings 





Mi 
SALES 

















1954 
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AUTO-LITE MERRY-GO-ROUND ASSEMBLY LINE: 


too many eggs m the automotive basket 


Martin's unexpected 
was hand-picked (from among 23 
Auto-Lite vice-presidents) as the 
company’s boss. 

Martin had been both president and 
chairman of the company, but Falvey 
asked the board not to give him both 
titles. (The chairmanship is still va- 
cant.) He figured he had enough to 
do. And indeed he did. He had barely 
been installed in his new office be- 
fore Auto-Lite’s treasurer finished 
computing the company’s first~half 
earnings figures, some of the sourest 
in Auto-Lite’s history. Sourest of all 
net of only 49c per share vs. $3.74 the 
previous year. Falvey faced a situ- 
ation where much of his business was 
slipping away from him. His biggest 
customer, Chrysler Corp., which nor- 
mally accounts for 45% of Auto-Lite’s 
parts sales, cut its orders 60%. So did 
such other big customers among the 
beleagured independent automakers 
as Kaiser, Packard, Nash, Studebaker, 
Hudson and Willys. 

Welcome News. Last month Toledo- 
ans (and auto parts-making competi- 
tors) discovered that Falvey had been 
busy ever since producing rather than 
consuming good reading. It came in 
the form of some startling headlines 
Sample: 

AUTO-LITE 9-MONTH NET SOARS 
FROM 8 TO $4.25 PER SHARE 
For some 15,903 stockholders, big 
$100-million assets Electric Auto-Lite 
(30 plants, 6 of them in Toledo) had 
produced welcome news indeed: in 
place of the mere $120,796 it had 
earned in the first nine months of 
1954, Auto-Lite showed a net of $6.8 
million—a rocketing climb in any 
man's language. Sales were up no less 

than 59%, to $213 million. 

When Jim Falvey had taken over, 
many a knowing outsider had mused 
that Auto-Lite’s unpretentious two- 
story, red-brick administration build- 
ing was “hardly big enough to house 


death, Falvey 


the king-size stack of problems he 
faces.” And try as Falvey did, things 
got worse before they got better. In 
1954's third quarter Auto-Lite booked 
a 4lc per share deficit; in the fourth 
it produced an unredeeming 
Result: only 45c 
per share net for the year, a sad com- 
parison with the solid $6.73 earned in 
1953. Stockholders soon felt the pinch 
too: their 


quarter 
37c per share profit 


cash dividend was cut in 
half, to $1.50, and instead of the cus- 
tomary 5° 
got only 2° 

Kinks & Quirks 
ills did not 


in stock at year’s end they 


But all Auto-Lite’s 
have external causes 
Executive nerves were taut, and some 
old-timers openly wondered whether: 
the new boss was really the right man 
for the job. Falvey had to set to work 
to straighten out a lot of kinks in 
Auto-Lite itself that had nothing to do 
with the main job: dragging execu- 
tive feet, internal political bickering, 
lack of coordination among division 
heads, occasional personal favoritism, 
not even a settled 


executives) 


vacation system 
(even for 

Falvey also bumped headlong into 
another notorious quirk in Auto-Lite’s 
business: its 90% dependency on the 
auto industry for sales, a cul-de-sac it 
had never made any progress wrig- 
gling out of. Mere mention of a slow- 
down sales was, under- 
standably, enough to give Auto-Lite 
executives a severe case of the jitters 
New-car equipment alone accounts for 
60% 

There was also another complica- 
tion undermining Auto-Lite’s efforts 
to get back into gear: recurrent rumors 
that Auto-Lite was about to be swal- 
lowed up by its biggest customer, 
Chrysler. Wall Street still cannot un- 
derstand why it did not happen long 
ago. But Falvey says there is nothing 
to it, steadfastly ignores the obvious 
implications of an impending manage- 
ment change. Chrysler refuses to talk 


in new car 


of Auto-Lite’s volume 















































































































































































































































































































































4{UTOAATE’S FALVEY: 
he quelled multiple doubts 


Changing Gears. Having taken time 
out to shore up Auto-Lite executives’ 
morale, Falvey plunged ahead with a 
recovery formula of his own. He made 
swift changes in Auto-Lite’s operating 
policies, embarked on an ambitious 
$16-million program of plant modern- 
ization, pushed new methods to speed 
up production and concentrated on 
building up replacement sales by im- 
proving distribution. By February, 
some $6 million of Auto-Lite’s im- 
provement funds had been put to work 
and the results were clearly worth- 
while. Sales in the first quarter were 
up 61%, net some 700%. 

A lot of this improvement in Auto- 
Lite’s fortunes rubbed off from the 
luster of its biggest customer's come- 
back. When Chrysler sells more, it 
buys more, But a significant part of 
Auto-Lite’s improvement came from 
internal remedies, Falvey’s progam of 
tighter distribution methods to re- 
placement-parts dealers boomed sales, 
and operating margins were helped 
out by a boost in plant efficiency and 
increased automation. 

Anchor to Windward. But Falvey is 
not content to sit easy in Auto-Lite’s 
temporarily prosperous seat. Almost 
from his first day in his new job he 
has been making passes at companies 
in nonautomotive lines—with merger 
in mind. He has also been scouring 
the bush for new industrial products 
that can be turned out on Auto-Lite’s 
die-casting equipment. For the most 
part, his calculating eye has been cast 
on three likely greener pastures: 
electronics, aircraft parts and plastics. 
He has also fattened up Auto-Lite’s 
research budget and put a special 
vice-president in charge of “new 
ideas.” Eventually, be says, he wouid 
like to see Auto-Lite’s gross divided 
“60% automotive, 40° varied lines: in 
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my book, that 


ideal.” 

Wall Street analysts, no mean read- 
ers themselves when it comes to in- 
come accounts and balance sheets, 
perused Auto-Lite’s nine-months re- 
port with evident satisfaction. And 
apparently they expect the next in- 
stalment to be even better. Current 
estimates in the Canyon put Auto- 
Lite’s pre-tax profit margin for the 
full year at around 94, its final-quar- 
ter sales at roughly $85 million. Based 
on those figures, the money men 
project 1955 earnings of at least $6 a 
share 


would be just about 


FOOD 


PREMIERE 
PERFORMANCE 


In its first annual report 
ever, Campbell's Soup Co. 
served up a hearty spread. 


Famep old 


Campbell's Soup Com- 
pany” had a souped-up—and highly 
palatable—success story to tell its 


19,595 new stockholderst last month 
In fact, Campbell's annual report (its 
first ever), a soupcan-shaped bro- 
chure bound between glossy ruby-red 
and milk-white covers, was just their 
dish. Highly appetizing was the trend 
in sales: up 11.5% to $377.5 million, a 
But the piéce de résistance 
was Campbell's fat $29.1-million net, 
up 23.6% 


record 


te another new high. And 

*Traded NYSE. Price range (1955): high 
44',; low, 375. Dividend (Fisca! 1955): $1.20 
Indicated fiscal 1956 payout: $1.42'%. Ticker 


symbol: CPB 
(Who last year snapped up 1,300,000 shares 

of Campbell common, the first public offering 

of common stock Campbell's has ever made 





for dessert there was Campbell's phe- 
nomenal (for » food company) 17° 
pretax profit margin, which after taxes 
produced $2.86 per-share earnings. 
Hot & Cold. To top off all this good 


news, Campbell President William 
Beverly (“Bev”) Murphy said that 
common stockholders’ dividends, 


boosted from a $1.20 to a $1.50 annual 
rate during the year, looked like a 
pretty permanent institution. 

But even this higher payout sopped 
up less than half of Campbell's 1955 
earnings, left $14 million to be plowed 
back into the business, boosting 
Campbell's earned surplus to an ag- 
gregate $172.9 million. But Bev Mur- 
phy, who likes the better things of life 
(he personally prefers a piping-hot 
mixture of Campbell’s celery and 
chicken noodle soups, grows orchids). 
is not content with the full-course 
offering Campbell’s served up in 1955 

If, he noted, Campbell's reported 
earnings had included profits from 
operation of Swanson & Son (frozen 
foods), acquired last May, they would 
have been even higher. Yet he took 
considerable satisfaction not only in 
Campbell's fat pretax profit margin 
but also the 7.7% it netted on sales 
after taxes as well. Many another food 
company would be content with that 
wide a pretax profit margin. 

To all of this, Wall Streeters could 
hardly take exception, even if they 
had a mind to. But Campbell's ven- 
ture into frazen foods via Swanson, 
and its market plunge with a line of 
frozen canned soups, are another mat- 
ter. Many analysts are waiting some- 
what doubtfully to see how both ven- 
tures will pan out. And competitive 
canners are wont to remark that 
Campbell's marketing tests with the 
frozen soups this past year may not 
be as conclusive as they look. 





CHICKENS BEING READIED FOR THE POT: 
good news in ruby-red and milk-white 
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Like Flicking A Light Switch. Want finger-tip 
control of light and air in your home or office? 
You get this with venetian blinds made of 
steel. And steel venetian blinds are made in 
just about any size you will ever need—like 
the whopper shown here. In addition to their 


, trim beauty, steel slats give privacy and pro 
it $ No Fish Story. More than 1000 pounds of steel are used every day, just to make fish 


tect rugs, draperies and furniture from sun 
hooks. Those giant hooks in the picture are used to catch tuna, marlin or albacore. About damage. Stee! siats are flexible and tough 
3000 of the small No. 6 trout hooks can be made from a single pound of steel 


easy to clean, and they will not crack or warp 


Bridge - Builders Paradise is the recently com The Bow-Legged Truck. This unusual machine 
pleted West Virginia Turnpike Its 88-mile length is called a straddle truck, because it literally 
required 76 bridges, built from 23,500 tons of stands over a load (up to 25 tons), hoists it 
steel. The Bender Bridge, here, is 278 feet high then rolle away. The truck can actually roll 
one of the tallest bridges east of the Mississippi 


U.S. Steel supplied the steel and built this bridge This trade-mark is your guide to quality steel 


over a full-size automobile without touching 
it. It uses many USS steel plates and bars 


UNITED STATES STEEL 


For further information on any product mentioned in this advertisement, write United States Steel, 52 


125 William Penn Place, Pittsburgh, Pa 
AMERICAN BRIDGE AMERICAN STEEL & WIRE and CYCLOWE FENCE . . COLUMBIA-GEWEVA STEEL . 
ONL WELL SUPPLY . . TENNESSEE COAL & IRON . . UWITED STATES STEEL PRODUCTS UNITED STATES STEEL SUPPLY . . Divisioms of UNITED STATES STEEL CORPORATION, PITISeURGR 


UNITED STATES STEEL HOMES, INC. - UNION SUPPLY COMPANY ~ UNITED STATES STEEL EXPORT COMPANY ~ UNIVERSAL ATLAS CEMENT COMPANY 
See The United Stetes Stee! Hour. It's ao full-hour TY program presented every other week by United States Steel. Consult yo 


CONSOLIDATED WESTERN STEEL GERRARD STEEL STRAPPING WATIONAL TUBE 


5-1685 


»cal newspaper for time and statior 
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what’s 
the "99" 
doing 
here ? 


The 99 Calculator that Prints is very much in the 
picture where the “needle trade” is concerned 

it will measure the success of the Fall Line which 
must be sold as well as designed. 


Costs have to be figured today and prices quoted 
tomorrow in the busy wh-rr of the garment market 

. cost accounting in any business is quick with 
this fully automatic calculator. 


A slight difference of pennies can take the bargain 
out of budget clothes, but the 99 performs decimal 
point figuring and prints the entire problem on tape 
for proof of accuracy. 


Office figuring machines have to pass a rugged 
test in the garment industry. We've satisfied their 
demands, and would like to meet the problems of 
your business. 


Remington. Frland. 


DIVISION OF SPERRY RAND CORPORATION 
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CHEMICALS 


TEST TUBE 
TEMPEST 


Of all the earnings statements 
deluging Wall Street these 
days, among the brightest 
are the chemical companies’. 





Toutep for decades as the U.S.’s No. 1 
growth industry, and more recently 
spoken of among trend-takers as 
economic bellwethers, the nation’s 
chemical companies last month were 
popping the stoppers from their test 
tubes. The only industry to sell to the 
Department of Commerce’s entire list 
of 72 basic industry groups, chemicals 
are riding an unprecedented tide 

Up and down the land, from gar- 
gantuan $2.9-billion (assets) du Pont 
to $70-million Commercial Solvents, 
it seemed that anyone who could dis- 
tinguish between a Sterno stove and 
a Bunsen burner was compounding 
the kind of sales and profits that 
would kindle respect in the ‘coldest 
skeptic in Wall Street’s draughty 
canyon. The first 19 chemical com- 
panies to break out earnings sheets 
covering 1955's first nine months had 
a remarkable story to tell: their com- 
bined sales rose 18%, profits 33°, 
Most remarkable of all was the fact 
that not a single company in the early 
returns failed to share in the 
(see table). 

Comeback Trail. Mindful of the 
danger of relying too greatly on year- 
to-year comparisons, chemical fan- 
ciers on Wali Street saw little reason 
to temper their longstanding enthus- 
iasm. Even though many of these same 
companies were recovering from 1954 
sales declines, all of them more than 
made up the ground they had lost 
Union Carbide, for example, suffered 
the biggest decline last year when its 
big $200-million-plus ferro alloys 
business folded during the steel indus- 
try slump. But with the steel industry 
riding high once again, Carbide tacked 
a $50-million gain in alloy sales onto 
a $100-million increase in chemicals 
and plastics to wind up with an over- 
all (and above average) 28°; gain. 

Carbide’s swift comeback, however, 
was a long way from being the most 
startling performance in the industry 
Several lesser lights did even better 
Diamond Alkali, Hooker Electrochem- 
ical, Rohm & Haas, Rayonier and 
Stauffer, all of whom bucked the trend 
by actually hiking their sales any- 
where from 8% to 18% last year, 
showed no signs of slowing down 
Quite the contrary: thus far in 1955 
they have managed to outshine even 
such prosperous integrated giants as 


gain 
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CAREENING CHEMICALS 


ne-Menths Sales 
(in millions) 
1955 


du Pont 

Union Carbide 
Eastman Kodak 
Allied Chemical & Dye 
Dow 

American Cyanamid 
Monsanto 

Hercules Powder 
hoppers 

i a & Haas 

Air Reduction 
Rayonier 


1,418.1 
857.1 
487.3 
475.4 
376.8 
336.3 
307.7 
169.8 
160.2 
118.7 
109.5 
105.7 

82.9 
81.9 
73.4 
68.7 
58.2 
45.2 
37.9 


Texas Gulf Salpher 
Hooker Electrochemical 
Atlas Powder 
Commercial Solvents 


Figures 
man Kodak (36 weeks ending 


shown are for three eto ended Sept. 30 except: 


e Nine-Months Net Earnings* 
4 change (im mittvons) %. ehan 
fi ry] 1955 


from | 

+15 291.6 +30 
+ 28 101.4 +-61 
+13 58.0 +23 
+19 39.4 + 23 
+13 32.6 + 20 
+15 27.3 +-32 

23.6 +42 
+2) a +32 
+13 +62 
+22 6 +42 
}- 20 : +74 
+ 68 +40 
+17 +40 
+24 +44 
+29 
+ 3 
+31 
+ 36 
+22 


+ 5 
+ 8 


1) East- 


pt. 4) and 2) Dow Chemical (quarter 


ended August 31 plus last two quarters of fiscal year ended May 31) 


du Pont, Eastman, Dow and American 
Cyanamid 
Cause & Affect. 


spurt in 


To explain this 
chemical activity, Wall 
Streeters last month were apt to cite 
the generally booming condition of 
the U.S. economy. On closer look, 
however, there was an even more im- 
portant reason: the big new chemical 
plants which practically every com- 
pany rushed into construction during 
the Korean emergency are just now 
reaching full production 

But while sales were indeed re- 
markable, profits were little short of 
spectacular. Of the 19 companies 
listed, no less than 18 rang up earnings 
gains of 20°, or better. Even the huge 
amounts the industry is charging off 
to depreciation of their new facilities 
has done little to keep profits down 
Much of it comes out of money that 
would otherwise be paid out in taxes 
anyway 

Carbide'’s 61% gain to $101.4 million 
for example, came despite a $10-mil- 
lion increase in depreciation charges 
Similarly, American Cyanamid in- 
creased depreciation by $4 million, du 
Pont by $7 million’ and Allied Chemi- 
cal by a whopping $11 million. Still 
profits climbed to record levels. In 
fact, Cyanamid and Carbide, along 
with Diamond, Hercules, Hooker 
Rohm & Haas, Stauffer and Air Re- 
duction surpassed their entire 1954 
profits in just nine months 

Even Texas Gulf Sulphur, osten- 
sibly a laggard on its slim 3% gain, 
was simply a little out of step. Last 
year, when most of its chemical col- 
leagues were tightening their belts, it 
rang up a fat 25° increase to pocket 
its biggest profit in history. Any gain 
at all this year will produce a brand- 


new record 


Good Is Not Enough. 
these 


When will 
off? Chemical ex 
ecutives, chary of long-range predic 


gains taper 


tions, are nevertheless unloading some 
short-range that ought to 
keep Wall Street market 
crammed with chemical news for 
months to come. Said Dow's President 


forecasts 


letters 


Leland Doan, in a fairly typical com 
ment: “The sales department tells me 
that things look right 
into 1956.” Added Mathieson’'s 
Thomas Nichols, 


nine-months 


very good 

Olin 
whose preliminary 
figures showed a 22°, 
gain in earnings, to $32.5 million: “We 
see no signs of a letdown in the nea 
future.” 

If chemical bosses had any worries 
last month, it was in how to keep their 
earnings increasing somewhere neat 
the average rate until yearend at least 
“Heaven help the executive,” 
Wall Streeter, face his 
stockholders at annual meeting time 
and apologize for a mere 10% or 15% 
boost in profits. It little 


embarrassing 


said one 


“who must 


might be a 


{IRLINES 


WHAT PRICE 
PROSPERITY ? 
After steering Braniff Airways to 
its best year in history, Charles 


Beard can well ask that question. 


SOON 
ing Pres 


after Braniff Airways’* yearl 


ident Charles Edmund Beard 
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BRANIFF’S BEARD: 


his wings were clipped—temporarily 


flew home from his first 
paign as an airline boss last year, he 
made a woeful discovery 


fiscal cam- 


high-flying 
Even while Wall Street- 
ers were lauding his success in ring- 
ing up the highest profit ($3.7 
lion) in Braniff’s history and its 
stockholders were happily pocketing 
their first dividend (50c) since 1951, 
the Civil Aeronautics Board was tak- 
ing steps to clip Braniff’s wings. The 
reason: Braniff's profit was exactly 
equal to the $3.7 million subsidy it 
collected for hauling U.S. mail on its 
domestic and Latin American routes 

Solo Flight. Early this year the 
CAB decided it was high time to take 
Braniff off the dole. It promptly elim- 
inated Braniff's entire $1.4 n.illion do- 
mestic subsidy, and it hacked Bran- 
iff's international subsidy from $2.3 
million to less than $1 million. That 
left Braniff virtually without govern- 
ment help, which it has always de- 
pended on to make ends meet. Last 
year a whopping 11% of the carrier's 
total revenues came from ‘ts $5 mil- 


has its price 


mil- 


lion mail account (service mail plus 
subsidy). This year it could count on 
collecting no more than $2.2 million 

Just the same, Braniff continued to 
prosper. By the end of June, enough 
passengers had lined up at Braniff's 
ticket windows to enable it to in- 
crease its revenues 7.6% to $23 mil- 
lion, prefits 13% to almost $900,000 
In fact, the CAB noted, Braniff's do- 
mestic routes were so profitable that 
it was earning a good deal more than 
7% on its equipment investment—the 
percentage which the CAB considers 
a fair return 

Last month the Board lost no time 
in cashing in on an opportunity to 
make still another downward adjust- 
ment in Braniff's already-depleted 
subsidy. By employing a rarely-used 


30 


ruling, which permits it to compel an 
airline to some of its domestic 
profits to offset overseas losses, the 
CAB ordered Braniff to apply $368,- 
000 of its 1955 earnings to reduce its 
international subsidy to around $600,- 
000—some $3 million less than it col- 
lected in 1954 

Independence. 
Beard last 


smile of a 


use 


Charles 
was wearing the 
who knew that the 
In calculating the re- 
turn on its equipment investment, the 
CAB had included Braniff's rapid tax 
write-off Next year the 
tax situation will change, enabling the 
carrier to collect $2.2 million in mail- 
pay-plus-subsidy revenues 
than it 


Even  s0, 
month 
man 
worst was over 


allowances 


a lot less 
started out the 
year, but appreciably better than the 
puny $1.6 million it will take in by 
the end of it 


had when it 


But Beard had an even bette: 
son to wear a smile 


rea- 
Braniff was rap- 
idly approaching the point of financial 
stability where it could stand entire- 
ly on its feet. Subsidy 
Braniff's nine- 
months profit ($1.3 million) was high- 
er than any 


own slashes 


notwithstanding 


12-months period in its 
with the exception of 1954 
highly pleased,” said Beard 
ability 


history 
We are 
at oul! to create earnings to 


reduce subsidy. It is a healthy condi- 


tion 

Beard was betting that Braniff 
would shortly look even healthier 
To top off a recent $20-million order 
for rangy Douglas DC-7C transports, 
Beard last month launched a brand- 
new $67-million 
campaign that 
turboprops (probably 
400-mph _ Electras) 
600-mph jet 
$5 million apiece 


equipment-buying 
included “up to 10” 
Lockheed's 
and “up to six’ 


airliners costing a cool 
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ROYAL ROAD 


Wall Streeters haven't been very 

enthusiastic about the investment 

possibilities of the humble type- 

writer. But Royal-McBee’s latest 

report made some of them won- 

der if they haven't been overlook- 
ing a good bet. 


In thei 
with the 


equipment, 


high-powered preoccupation 
growth of electronic office 
Wall Streeters have 
tended to take a rather skeptical at- 
titude toward the useful but familiar 
typewriter. While shares of such of- 
fice machine equippers as IBM, Sper- 
ry-Rand and National Cash Register 
were 100% to 200% 
in the past four years, Royal-McBee 
Corp.*, the 


rising between 


nation’s largest typewriter 


maker, was getting nowhere fast. Last 
month, though up 12% points from 
its 1953 low, its stock was still selling 
below its 1946 high of 305. 

Laggard’s Progress. It was not that 
Royal's business was bad. Even with- 
out counting its 1954 merger with Mc- 
Bee, Royal’s sales have quadrupled 
since 1946, total assets have risen 
from $16 million to $53 million. Prof- 
its, however, did not keep pace. After 
hitting a peak of $5.6 million in 1948, 
they declined steadily. Profit mar- 
gins dropped from 17c on every sales 
dollar to 9c. For one thing, costs rose 
faster than prices in a market bitter- 
ly contested for by such famed names 
as Underwood, Sperry-Rand and 
Smith-Corona. To make matters 
worse, mighty International Business 
Machines Corp. was biting off a grow- 
ing share of the market with the 
electric typwriter it had first brought 
out in 1934 

Last month, however, Royal-McBee 
Chairman Allan A. Ryan made Wall 
Streeters sit up and take notice. In 
the year ended July 31, first since the 
Royal-McBee merger, said he, profits 
per share had risen 30% to $2.45, 
Royal's best showing since 1952. Bet- 
ter yet, its profit margin, that lifeline 
of the balance sheet, had decisively 
reversed a 3-year slide by rising 1.2 
points to 10.2c on every sales dolla: 

The Formula. Royal-McBee had 
turned the tide, said Ryan, in several 
ways. It had cut overhead costs, mod- 
ernized production lines and “taken 
other significant steps.” The “other 
as Wall Streeters well knew, 
included “ten per cent” price increases 
for typewriters early in the year, as 
well as a lesser dependence on low- 
profit defense business. Though sales 


steps,” 
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CHM. RYAN (L.) & PRES. ZENNER: 
300% is hardly stagnation 
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How Alcoa Sliced Minutes Off This Sale... 


This craftsman needed a new electric drill. He shopped 
and bought. He chose more easily because of Alcoa 
and its unique double-barreled aid to aluminum 
fabricators: Imagineering plus marketing support 

Engineering more value into aluminum has long 
been an Alcoa specialty. We call it Imagineering. 
Alcoa’s Development Division helps manufacturers 
make the best competitive use of aluminum to pro- 
duce a product that is lighter, longer lasting, better 
looking or lower in cost. The correct alloy, the proper 
technique of casting, extruding, forging, machining, 
joining, forming, or finishing is determined and 


“Our strength is in the soundness cf our markets 


recommended. The product gains salability 

But salability goes beyond the drawing boards at 
Alcoa. That's why we recently inaugurated an ex 
tensive labeling program to help our manufacturing 
customers take their products to market. The Alcoa 
label, backed by 400 million advertising messages 
in 1955, will influence millions of purchase decisions 
this year. 

You'll see a lot more of the label in the future 
When you do, remember—it represents Alcoa's dual 
role in expanding the market for Alcoa® Aluminum 


im ou 


ability to help customers use aluminum where aluminum belong 
to help them market the fine products that result 


ALUMINUM COMPANY 


AMERICA, 2266-I 


Alcoa Building, Pittsburgh 19, Pennsylvania 


Your Guide to Aluminum Value 
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Behind the Ships that Set the Pace... 
a Master's Touch in Oll 





Every Atlantic Blue Ribbon Winner since 1910 
from the Mauretania to the swift, sleck S. S. United 
States 


The world’s fastest propeller-driven boat, Slo-Mo- 
Shun [V, skimming water at 178 mph 


Maiden voyage of the world’s first atomic-powered 
submarine 


T'wo-fifths of the world’s freighters 


The race horses and the work horses of the seas— 


all have one thing in common—sOCONY MOBIL’S 


master touch in lubrication 


when 
when schedules must be met 

the men who know marine machinery look to 
SOCONY MOBIL for its protection 


Good reason! When the chips are down 
records are at stake 


* * * 
Wherever there's progress in motion 
your factory, your farm or your home 


look to the leader for lubrication. 


in your Car, 
‘you, 100, can 





SOCONY MOBIL OIL COMPANY, 
LEADER 


Affiliates: General Petroleum Corporation and Magnolia Petroieum Company 


INC. 


IN LUBRICATION FOR NEARLY A CENTURY 
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rose only $300,000 to $84.7 million, 
operating profits before taxes rose 
more than $1 million to $7.4 million. 

Ryan, of course, is the first to admit 
that the price boost was a major factor 
in the improved showing. So were 
growing sales of the electric type- 
writer Ryan marketed last Novem- 
ber. But he is especially proud of 
his cost-shaving efforts. Like his 
famed grandfather, financier Thomas 
Fortune Ryan, 52-year-old Allan 
Ryan believes profoundly in the old 
saw that “a penny saved is a penny 
earned.” By spending $2 million last 
year, he was able (in his own words) 
“to take our big Hartford plant com- 
pletely apart and put it back together 
again with all new, straight-line 
assemblies.” 

Technology. But outmoded factories 
have not been the typewriter indus- 


TYPEWRITER © 
TROUBLES 


Royal — McBee merger enabled 
millions of company to keep sales (colored 
dollars bars) rising. Profits (black line) 

400 however, have nol recoverd to | 


¥, 1951 highs 
3.50 


3.00 





Earnings in 





Sales in 
millions of 
dollars 














1956 «(1851 1852) 185318541955 fest) 
try’s only headache. In an era of fast 
technological change, the basic prod- 
uct they have to sell has hardly 
changed in decades. When research- 
conscious IBM came up with its elec- 
tric typewriter in 1934, the old line 
manufacturers were caught short. 
Since then Royal has worked hard 
to catch up. As do its other principal 
competitors, Underwood, Sperry- 
Rand and Smith-Corona, Royal now 
manufactures its own streamlined 
electric typewriter in six secretary- 
pleasing colors. By its merger with 
little McBee, Ryan added still an- 
other growth dimension to the com- 
pany. Ryan thinks McBee’s “Key- 
sort” punch card record system fills a 
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growing need. “It fits,” say Ryan, “the 
needs of small and medium-sized 
businesses that either cannot afford, 
or do not require, the higher-priced 
electronic equipment.” 

But Ryan and President Philip M 
Zenner also keep an eye cocked on 
the amazing growth of such electronic 
equipment as the computer which 
IBM rents for $17,500-a-month, and 
Sperry Rand’s $1,250,000 Univac. “We 
are doing development work,” says 
Ryan, “on automated office equipment 
of our own. Our recent acquisition 
of the Robotyper Corp. was a step in 
this direction. It will put us into au- 
tomatic typewriter equipment, the 
ultimate development for our indus- 
try.” 

Old Standby. But for all Wall 
Street's enthusiasm for electronic 
equipment, Ryan is not ready to write 
off typewriters. “Our sales,” says he, 
“have risen nearly 300% since 1939, 
Underwood's 200% and Smith-Cor- 
ona’s 170%. That's not exactly stag- 
nation. And don’t forget that our new 
electrics are going to replace a lot of 
the older machines.” 


NON-FERROUS METALS 


REVERE’S SECOND 
LOVE 


Ever since 1801, Revere Cop- 
per & Brass has always 
stacked its chips on one me- 
tal. But now it’s coppering its 
bets with another—aluminum. 





Last year James Melvin Kennedy, 
56-year-old board chairman of $83.8- 
million Revere Copper & Brass,” fre- 
quently walked into his office high 
above New York's Grand Central sta- 
tion to find his ordinarily tidy desk 
cluttered with untidy problems. 

For one thing, Revere faced “a 
severe drop—almost a 100% cancel- 
lation” in important defense contracts 
To add trouble to trouble, Hurricane 
Carol proceeded to rip into Kennedy’s 
New Bedford, Mass. plant and whisk 
some $1.5 million away from profits 
Not to mention the serious day-to- 
day selling tasks in 1954's buyer's 
market in copper. What with raw 
copper in plentiful supply, and com- 
petition among fabricators hot and 
heavy, industrial buyers of Revere’s 
copper sheets and bars were in a posi- 
tion to demand—and get—both “extra 
quality” and faster delivery. In all, 
sales for the year fell 22.9% to $193 


*Traded NYSE. Price range (1955): high 
#4; low, 4. Dividend (1954): $4. Indicated 
1955 payout: $4 plus extra. Ticker symbol 
RVB 


million, and 


43%. 

Changing Market. This year, how- 
ever, it has been a different story. 
What had been a buyer's market was 
transformed overnight into a seller's 
market, and it has been Kennedy who 
has, of necessity, been talking tough 
“These days,” he explains, “we can 
sell all the copper we can get. Demand 
has far outstripped the supply eve: 
since last April.” 


pretax profits dropped 


But even in this booming copper 
market, running the nation’s oldestt 
and biggest** copper fabricating firm 
is no mere problem of gunning up 
production to meet demand. This yea 
a new problem has arisen to plague 
Kennedy, and it comes from a new 
the big copper mining 


Rev ere 


source com 


with the 
ingots, bars and cakes it fabri 
Making the 


panies who supply 
raw 
cates 


most of a good 


REVERE’S KENNEDY: 


prosperity prod uced problems 


thing, the copper producers have been 
busily kiting the price of raw copper 
from 30c a when the 
opened to an open-market 


pound yea! 
high of 
over 50c. The official price of contract 
copper last month was 43c 

To balance his books, Kennedy has 
had to raise the price tags on many of 
As a result 

would be 
perfectly happy to use copper are be- 
ginning to turn to aluminum and other 
substitutes 


his finished copper items 


some users who normally 


“Unless the price of cop- 
per stabilizes,’ quipped one such, “‘it 
will soon be as cheap to plate with 
gold 
Third-Quarter 


companies 


The 
still 


Problem. 
presented 


mining 
another 


‘Revere was founded 


Revere 


in 1801 by Paul 


**Next largest: Scovill Mfg. Co. (10564 sales 
$111 million) and Bridgeport Brass (§106- 


million sales) 


33 





Just one of the many important reasons why so many new firms have 
located in the Union Electric Territory in the last ten years... 


You're in the center of the center! 


The population center of the 
United States is less than 150 
miles away and steadily moving 
toward St. Louis. A St. Louis 
area address assures your being 
close to the population center of 
the United States for the next 
100 years! 


The geographical center of the 
United States is here in the Mid- 
weat, too. Locating in Union Elec- 
tric territory puts your plant near 
both geographical and population 
centers of the United States. 


MORE EFFICIENT 
NATIONWIDE MANAGEMENT 


Do you want to do business with 
all 162 million people in America? 
More people, more territory, can 
be reached in less time from St. 
Louis than from any other city 
in the country. You, too, may find 
St. Louis your best nationwide 
headquarters. 


Travel costs and shipping costs 
are lower from Union Electric 
territory because of your central 
location. Seven of the major air- 
lines serve this area. A national 
highway network radiates from 
here. St. Louis railroads and their 
affiliates operate 52°, of the total 
mileage served by Class 1 rail- 
roads in the United States. 


More than 3,000 motor truck- 
trailer units arrive and depart 
daily. Union Electric territory is 
at the hub of the world’s greatest 





Through St. Louis’ Mill Creek Valley flows the commerce of the mid-continent. Its 19 trunk- 
line railroods make St. Lovis the 2nd largest railroad center in the United States. 


inland waterway—a total mileage 
of 13,494 miles connecting 29 
industrial centers. 


It is the center of Bell Telephone’s 
dialing network—assuring you 
the fastest and best long distance 
telephone service in the world. 
And—because long distance is 
shorter distance, you pay less, too. 


Plants, branch offices and busi- 
nesses located in the Union 
Electric territory enjoy low-cost 
electrical power in abundance. 
In addition, there is plenty of 
coal, minerals and other raw 
materials easily available. Water 
is in ample supply. 


Union Electric System 


Comprising Union Electric Company of Missouri - 
Missouri Power & Light Company + Missouri Edison 
Company + Union Colliery Company + Poplar Ridge 
Coal Company « St. Louis & Belleville Electric 
Railway Company 


There are more different types of 
industry in St. Louis—according 
to the U. S. Bureau of Census 
figures—than any other city in 
the country ...one reason that 
this region enjoys such a high 
level of economic stability. 


ENJOY THE ADVANTAGES OF 
THIS EXPANDING TERRITORY 


For further information —and 
full and confidential considera- 
tion — please address inquiries to: 
J. E. Johanson, Industrial Devel- 
opment Engineer, 315 N. 12th 
Bivd., St. Louis 1, Missouri. 





1OWA 


MISSOURI 
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VEWPORT (ARK.) ALUMINUM FOIL 


problem to Kennedy and other fabri- 
cators last summer. With copper al- 
ready in tight supply, a major strike 
in the mines made the scramble for 
raw ingots even more competitive. For 
want of sufficient supplies, Kennedy 
was forced to cut back production 
during 1955’s third quarter. Muc!: of 
the copper he did get he was forced 
to buy at higher-than-list prices. 

Thus last month, when many US. 
corporations were trumpeting forth 
record-breaking third-quarter earn- 
ings, Kennedy reported earnings down 
from $2.03 to $1.47 a share in the 
third quarter. Sales for the first nine 
months, however, had mounted to 
$181.1 million, well above 1954's $143.1 
million during the same months. With 
no letup in demand in sight, Kennedy 
forecast “excellent” prospects for the 
final quarter. 

On with Aluminum. Excellent or not, 
Kennedy is taking rapid steps to make 
sure that Revere’s fortunes are not 
tied exclusively to the market for cop- 
perwares. Already Revere gets a 
fourth of its gross from non-copper 
products. This year Kennedy is step- 
ping up the pace, particularly in alu- 
minum. “Copper,” says he, “has al- 
ways been our first love, but aluminum 
use is growing faster.” 

To get his share of that growth, late 
last year Kennedy bought Standard 
Rolling Mills, adding well over $8 mil- 
lion to Revere’s annual sales and giv- 
ing the venerable old copper firm 
entree into the high-profit aluminum 
foil business. And to increase his 
share of the non-consumer market 
for aluminum, Kennedy has doubled 
the capacity of his Baltimore alumi- 
num fabricating plant and plans to in- 
crease its output by another 25°) in 
1956. 

But Kennedy's ambitions reach far 
wider. Just last month he announced 
that Revere will open a new alumi- 
num fabricating plant in the Midwest 
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STANDARD ROLLING 


VERE 


MILLS DIVISION 


PLANT: a newly-acquired entry in a faster expanding field 


early next year, be in full production 
by July. 
a proposed $52.8 million, 60,000-ton 
capacity plant on the West Coast, 
which would produce raw aluminum 
itself from bauxite ore. “It’s not 
likely,” Kennedy explains, “that we 
could undertake a major expansion of 
our aluminum fabricating business 
without owning our own supply of 
raw aluminum. The big aluminum 
producers we buy from are expanding 
their own fabrication facilities. Obvi- 
ously no large calls can be made on 
them.” 

In Wall Street, this quick succession 
of major news items sparked a boom 
in Revere’s stock. Remembering the 
dramatic rise in Revere’s fortunes 
since 1945 (net up from $0.9 million 
to $10.3 million; dividends up from 
25c to $4 a share), investors have bid 
Revere’s common up from a low of 


37% last year to over 70 


COPPER BRIGHT 


Production 


also has its 


problems—and its profits. 


Casninc in on the increased demand 
and higher prices for copper, Kenne- 
cott Copper Corp.,* the world’s No. 1 
reported third quartet 
year's $15.8 
million to $16.6 million, despite heavy 


copper miner, 


earnings up from last 
expenses resulting from the summer 
strike ($5.6 million) and flood dam- 
age to its Waterbury, Conn., fabricat- 
ing plant ($6.7 million). Adding in 
returns from the two earlier quarters 
which presented no strike or 
problems, Kennecott reported nine- 
months earnings up from $58 million 
to a shiny $82 miliion. 


flood 
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He is also studying plans for. 


RETAILING 


OUTWARD BOUND 


late starter in 
the retail rush to the sub- 
is catching up fast. 


Macy's, a 


urbs, 


WHILE 
joining the urban trek to the suburbs 
postwar, Jack I, Straus, 
of Manhattan's famed R. H 
Co.," remained determinedly 
After trial-kite venture in 
urbia—the Parkchester branch opened 
in 1941—Macy’s made only nine forays 
outside bounds in the 

1948, Macy's 
PAGE 37) 


most of his competitors were 


55, president 
Macy & 
citified 


one sub- 


metropolitan 
years. By 
NTINUED ON 


next seven 
(Co 
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400 











| START HUNTING 
FOR A 
NEW PLANT SITE 


NEXT WEEK. 





UCH as we like to see new plants move 
into the South—and we confess we 
welcome every one that locates along our 
lines—you can count on one thing. Our 
Industrial Development Department will 
never attempt to “sell” you a plant location 
that isn’t just right for you. 
Our experts in this department know the 
Southland intimately. They live and work 
here ~—and are qualified in all respects to 





BETTER SEE THE FOLKS 
AT SOUTHERN RAILWAY. 
THEY'RE 

SQUARE SHOOTERS, 





advise where particular plant site specifi- 
cations can best be met. And if they can’t 
be met, our people will tell you that, too! 

This policy of honesty and sincerity has 
made us a lot of friends. It helps explain, 
too, why so many engineering firms and 
plant location counselors utilize our 
services and seek our advice. May we help 
you?... 

“Look Ahead —Look South!” 


RAILWAY SYSTEM | 
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“MR. MACY”—JACK STRAUS: 
ahead, the merriest Christmas 


suburban units, in sharp contrast with 
competitors’ rapid colonization beyond 
city limits, accounted for only 10% of 
its gross. The rest came from stores 
in four big cities. 

Ad Suburbia. But in 1948 Macy's 
executives began commuting in ear- 
nest. Since then, Macy’s has spread out 
into the suburbs with 13 
and two main stores, increasing its 
chain to 28 units. Today suburban 
stores account for no less than 25° 
of Macy’s total sales. Next year Macy’s 
will open five more such branches, 
bringing the figure up to 40% 

But for all the aggressiveness of 
Macy's campaign in the suburbs, it 
began its trek a little late. By 1952, 
Macy's earnings had nosedived 60% 
from: their average during the pre- 
ceding five years, and it wound up 
with a paltry 98c net per share. Stock- 


branches 


WVACY’S DOWNTOWN CROWDS: 
a thinning multitude 
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holders also began to feel the pinch 
their dividends dropped from $2.20 
to $1.60 a year. 

But urbane Jack Straus took it all 
in stride, determinedly stepped up his 
building program. By 1953 Macy’s net, 
helped by suburban profits, was back 
up to $2.20 a share. In careful-spend- 
ing 1954 it stood at $2.14 per share 
Both were calculated to produce sighs 
of relief from worried investors 

Last month Jack Straus had still 
more cheerful news for his 18,657 
common stockholders. Reporting for 
Macy’s 1955 fiscal year (ended July 
30), Straus could show sales of $376.4 
million, up 10.6% to an all-time high 
On it all, Macy’s netted $5.6 million 
($2.64 per share), a fat 23% increase 
and the highest earnings in five years 

Jingle Bells. With U.S. consumers 
spending at the most rapid clip in the 
nation’s history, Straus is looking for- 
ward to the merriest Christmas in 
Macy's history. Calculating Macy's 
sales on a calendar basis, Straus ex- 
pects Macy’s cash registers to ring up 
a $380-million gross, for a net of better 
than $3 a share. But this is not all 
Thanks largely to the pretty jingle 
emitting from suburban customers’ 
well-lined pockets, Straus predicts 
that by 1957 Macy’s sales will ring 
the bell at “well over $400 million [a 
year |.” 


AIRCRAFT PARTS 





OFF-BEAT, INC. 


For Cliff Garrett, strange new 
ventures are daily business. 
On them he has built a $103- 
million aircraft control § as- 
sembly outfit rivaled by none. 


Tue big yellow tractor charging up 
the hill at Caterpillar Tractor Co.'s 
Peoria proving grounds did not look 
much like an airplane. But it had 
plenty of power (equivalent to 230 
horses at the drawbar coupling) and 
that was what John Clifford (“Cliff”) 
Garrett had been after. Garrett him- 
self has nothing to do with Caterpil 
lar, which built the 28-ton D-9, the 
world’s first turbocharged diesel 
powered tractor. But as founder-boss 
of California's Garrett Corporation," 
the U.S.’s largest manufacturer of 
high-speed, high-altitude aircraft 
equipment, Cliff Garrett had plenty 
to do with the turbochargers which 
made the D-9 the amazing performe: 
it was 

Strange Fruit. Tractor turbochargers 
were unquestionably a new departure 

*Traded NYSE. Price range (1955 higt 


467%%q; low, 32'4. Dividend (1955): $1.60. Indi 
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for Garrett Corporation. But for en 
Cliff Garrett, 47, new depar 
tures are daily With 
such off Garrett has 
built up his company from a standing 
start in 1936 to $53.8-million 
$103.4-million sales in 
1955 (ended June 30) 
net of $3.7 million 
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mula: find a good idea and build on 
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his job as purchasing agent for the 
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Ups & Downs. The wartime aviation 
buildup produced many another dif- 
ficult question and Garrett won a rep- 
utation for coming up with the an- 
swers. Notable item: the industry's 
first mechanically-assembled alum- 
inum intercooler, a gadget—developed 
for Boeing's famed B-17 bomber—for 
reducing the temperature of the hot 
blast from an aircraft engine’s super- 
charger enough so that it could be fed 
back into the carburetor 

By 1945 Garrett's gross had hit $44.4 
million. By this time the company 
had bought the Northill Co. (light- 
weight anchors for boats and aircraft) 
and, after some nudging from the War 
Departizent, opened a second plant in 
Phoenix, Ariz. to fill its orders. But 
with the end of the war, Garrett sales 
nosedived to $15.5 million, its net to 
$440,000 (down from $1.45 million) 
Yet in the hungry years that followed, 
Garrett never missed a dividend. 

To fill the gap, AiResearch branched 
out into nearly every conceivable sort 
of control system for high-speed, 
high-altitude flight: heat transfer, 
pressurization and air conditioning 
assemblies for the most part, but also 
such far-afield products as electric 
actuators, small gas turbines and mo- 
tors, pneumatic valves and electric 
computers. Today Garrett Corp 
makes some 1,000 products, as com- 
pared with only 50 in 1945 

Korean orders sent Garrett's for- 
tunes soaring again in a steady up- 
ward curve that has never since bro- 
ken. By midsummer of this 
Garrett had a full year’s work—some 
$100 million worth—in backlogged 
orders, 90° of them from the military. 

Over the Top .. . Though sales (up 
23% to $28.6 million) and profits (up 
30% to. $1.1 million) again rose im- 
pressively during the first quarter of 
fiseal 1956, Cliff Garrett is pretty well 
convinced that his company’s sales 
have just about reached their peak 
at $103 million, should probably re- 
main stable at least until 1957, when 
the Air Force's 137-wing program is 
completed, So he has been carefully 
balancing out his company's majo: 
assets and liabilities for the longer- 
range future. Major plus factors 

© Garrett Corp.'s 8.7% profit margin 
is somewhat above the average in the 
industry 

°e A growing replacement market 
for the $200 million worth of AiRe- 
search accessories now installed in 
operating military and commercial 
planes 

® Unrivaled rank and horsepower: 
in aircraft controls production (al- 
though the number of smaller rivals 
nibbling away at Garrett's market has 
grown 339% since 1953 to some 200) 

* A notable headstart in assemblies 
for commercial and military jets. Most 


year 


38 


COCKPIT CONTROL PANELS; out of the hat, 1,000 new ideas 


such coming off the drawing boards 
these days, including Boeing's 707 and 
Jouglas’ DC-8, have a full comple- 
ment of Garrett products 

¢ A foothold, by Garrett's Rex Di- 
vision, in “an entire new and revolu- 
tionary field” classified top secret 

A Downhill Pull. Cliff Garrett, how- 
ever, is banking mainly on his funda- 
mental formula to keep Garrett Corp 
prosperous in any circumstances. On 
his solid position in the aircraft con- 
trols business he is dete:imined to 
build up as big a side line as he can 
in nonaeronautical industrial products 
Already he 


division to 


has formed a 
make rubberized fabrics 
for general industrial use, put Northill 
Co. into air lungs as well as anchors, 
and set new 


separate 


make 
diesel 


up a division to 


commercial turbochargers for 
engines 

For the turbocharger especially, he 
has high hopes 
tested on 


It is currently being 
and in 
the offing Garrett sees applications in 
marine, truck, and stationary power! 
plants. And for whatever eventualities 
this potential does not 
cover, Cliff Garrett is counting on his 
company's proven talent for pulling 
new ideas and products out of its hat 
to see it through 


diesel locomotives 


untapped 


DISTILLERS 





TAX GRIPE 


Last month Schenley Industries 

tried to loosen the stranglehold 

taxes have on its failing profits 

with a whopping $117 million re- 
fund claim. 


Ever since 1951, when excise taxes on 
liquor rose an additional $1.50 a gal- 


lon (to $10.50). American distillers 


have been producing their squeezings 
less for their own benefit than for that 
of the US. Treasury Department 
They have been squawking bitterly 
about it ever since. But last month 
big Schenley Industries, Inc.,* the 
U.S.’s second largest distiller,+ stopped 
squawking, started acting. It filed a 
claim for a $117.6-million tax refund 
and planned to challenge the law’s 
eight-year-payment provision in the 
Federal Courts. 

Not that the law is anything new 
Distillers have been paying excise 
taxes on eight-year-old bonded spirits 
ever since 1894 without too much 
objection. What is new is the level of 
excise taxes and unprecedented pile- 
up of unsold and aging inventories in 
bond Schenley and other distillers are 
faced with 

Great Expectations. When the Kore- 
an War broke, Schenley, like many 
another distiller, expected a_ liquor 
shortage comparable to that of World 
War I, and it turned out its full share 
of the industry's record 401-million- 
gallon production in 1951. The short- 
age failed to materialize and, as the 
war ended, Schenley warehouses were 
full. Even worse, consumption was 
beginning to fall off alarmingly. Dur- 
ing the past five years Schenley’s sales 
have dropped nearly $100 million be- 
low its 1950 peak sales of $504 million 
As more and more unsold bonded 
liquor produced during the postwar 
years became taxable, Schenley got 
understandably worried. 

Just how badly Schenley got caught, 
nobody but Schenley knows. But with 
some 315 million gallons produced by 
the industry in 1947 alone, Schenley's 
taxable inventories must be consider- 
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Coming: Still another new Pure Oil 
Refinery Unit 


Giant catalytic reformer is newest example 
of PURE’S expanding refinery operations 


Big things have been happening at Pure 


Oil refineries —and there’s more coming. 


Latest development is a new catalytic 
reforming unit at Smiths Bluff refin- 
ery, near Beaumont, Texas, which 
will keep this refinery one of the most 
modern in the nation. By converting 
low-octane naphtha into a high- 
octane product, the reformer will 
substantially increase the refinery’s 
output of top-quality gasoline. 


. Now in full operation at the Toledo 
refinery is a new unit for the manu- 
facture of specialty naphthas. 


. The new Fluid Catalytic Cracking 
Unit at the Smiths Bluff refinery has 
already boosted that plant's capacity 
for producing high-quality gasoline. 


. The new catalytic reforming unit at 
the Heath, Ohio, refinery greatly in- 
creases gasoline output and crude 
charging capacity. 


Forses, Novemper 15, 1955 


Last year a whole new refinery was 
added to the growing PURE line-up 
when complete refining facilities at 
Lemont, Illinois, were acquired. A 
new catalytic reforming unit is now 
being planned. 


All this is part of PURE’S ever-expand 
ing operations in all phases of the oil 
business, from research to marketing 
This progressive policy keeps PURE 
moving ahead in a highly competitive 
industry. 


Be sure with Pure 


The Pure Oil Company 


35 East Wacker Drive, Chicago 1, Ilinois 
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GLIDDEN 


1955-—another year of growth, increased 


The 38th Annual Report of The Glidden Company marks another milestone of 

progress, New Glidden products and developments, equipment, and facilities 

expansion, aggressive merchandising and widened distribution, all confirm the 
company's confidence in the future. 


from the President's letter... 


Profit and Sales 

although fiscal 1955 covers only a 10 
month period because of the change in fiscal 
year end, profits for this short year were 
greater than those of the 12 months of fiscal 
1954. Sales for 1955 were $180,524,822, a 
5.2% increase over the same period in 1954 

. het profit margin on sales increased to 
5.9% compared to 3.4% in 1953 and 1954 
This increase was accomplished by the elimi 
nation of low-profit operations, concentration 
on higher profit margin items, improved 
volume and increased efficiency of produc 
ing units 

net profit after taxes and all charges for 
1955 was $7,112,567, compared to $7,093,043 
in fiscal 1954. This amounts to $3.10 per 
share against $3.09 in 1954. Management 
estimates that earnings would have been 
$3.65 per share had fiscal 1955 contained 
the usual 12 months. 


Divisional Activities 
new 6-million-doller grain elevator on 
Chicago's Calumet River, now nearing com 
pletion, will add flexibility to processing 
and grain merchandising operations of the 
Chemurgy Division. 


metal powder production capacity at 
Hammond, Ind. increased to satisfy growing 
industry needs for present and new products, 
with further expansion planned this year. 

significant sales gains registered by 
Paint Division. Recent figures show rate of 
sales gain continues above that of the entire 
paint industry. Production facilities were 
increased at four plant locations. 

ten new paint warehouse branches 
opened during the year, increasing the total 
number in operation to 53, with seven more 
scheduled for early opening. Permitting fast, 
efficient service to dealers and customers, 
there will be 100 such units operating by 1959 

former Naval Stores Division renamed 
Scuthern Chemical Division, which more 
accurately describes the chemical upgrading 
of the prime naval stores—rosin, turpen 
tine and pine ter. Production capacity of 
terpene-based products will be increased 
20% during the coming year 

Durkee consumer sales organization re 
organized to provide greater sales and lower 
distribution costs 

increased industrial activity in 1955 
greatly stimulated industrial finish sales for 
appliances, furniture, metal can coatings 
and the sale of polyester resins to the 
plastics industry 


sales and earnings 


. productive capacity for soya isolated 
protein increased 67% to supply paper, paint 
and other industries. New edible protein, 
now under test by food processors, shows 
promising potential. 

. construction of the first of three units of 
Baltimore titanium dioxide plant on sched 
ule, with production expected in spring of 
1956. One of two other similar units, in 
cluded in original plan, now considered for 
early construction to meet constantly grow- 
ing demand for titanium pigments. 


a new wholly-owned subsidiary, Glidden 
International, C.A.,has been incorporated in 
Venezuela to handle licensing, distribution 
and production of all Glidden products in 
countries other than the United States and 
Canada. 

. increased capacity and production eff 
ciencies characterized the operation of the 
Louisville, Elston Avenue, Chicago and 
Berkeley refineries. All four Durkee vege 
table oil refineries operated at full or 
near capacity during the year, indicating 
success of current product development and 
merchandi«ing programs. 

research budget increase to be concen 
trated on intensified product improvements, 
new developments and cost reductions to 
strengthen the company’s competitive posi 
tion and upgrade its basic materials. New 
products in the development stage show 
good promise for the future. 





Assets 
Current Assets 
Other Assets 
ad ty, Plent and 
qvuipment 
Tote! Assets 


$ 65,405,090 
1,363,555 


29,993,479 
$106,762,124 





CONDENSED CONSOLIDATED BALANCE SHEET 


Current Liabilities 

Leng Term Debt 

Cepite! Stock and Surplus 
Earned Surplus 


Liabilities 
S$ 18,249,107 
9.000 000 
32,744,772 


46.768 245 
$106,762,124 


Total Liabilities 


CONDENSED CONSOLIDATED 


Net Soles 

Income Before Taxes on Income 
Taxes on Income— Estimated 
Consolidoted Net income 


INCOME STATEMENT 


$180,524,822 
14,324,567 
7,212,000 
7,112,567 








A copy of the Company's Annval Report will be sent on request 


THE GLIDDEN COMPANY -« 


CHEMICALE<FPIGMENTE-METALS DIVIBION « 


Cleveland 14, Ohio 


SOUTHERN CHEMICAL DIVIBION « CHEMURSY DIVIBION 


PAINTS AND VARNIBHES Division . OVRKEE FAMOUS FOODS Division 
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SCHENLEY’S WHISKEY: 
profits & product are evaporating 


able. To make things worse, eight- 
year-old tax-paid but unsold liquor: 
is steadily vanishing, through evap- 
oration and soakage, at the rate of 3% 
a year, The Treasury Department, 
sympathetic to the distillers’ dilemma, 
gave them permission to destroy their 
surplus when it reached taxable age 
But Schenley is understandably un- 
willing to do so. 

Dewey vs. Brownell. Seeking first 
legal and then tax relief, Schenley 
stumped in the last Congress for the 
unpassed Eberharter Bill, which 
would delay the tax payment date on 
liquors in bond from eight to 12 years 
Finally Schenley decided its only pos- 
sible recourse was to attack the tax 
law itself on constitutional grounds 
The hassel will pit Schenley’s counsel, 
New York’s former Governor Thomas 
E. Dewey, against his one-time state's 
attorney general, Herbert Brownell, 
now the U.S. Attorney General 
Schenley will argue that a tax on un- 
sold liquor is not an excise tax at all, 
but a property tax, the levying rights 
of which the Constitution reserves to 
individual states. 

Schenley’s action, should it succeed, 
spells a possible answer to distillers’ 
declining profits. But there were some 
distillers—mostly those with interna- 
tional operations—who were less than 
enthusiastic. An end to the eight- 
year payments would mean an end 
to a profitable sideline: taking excess 
liquor off tax-paying distillers’ hands 
at low prices for sale abroad. 

Some tax relief for the hard-pressed 
distillers may be forthcoming if Con- 
gress fails to re-enact the 1951 in- 
crease when it expires next April. 
Whatever happens, the consumer 
won't feel it. Most distillers absorbed 
the taxes in order to maintain sales. 


Forees, November 15, 1955 
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Doctoring Up Management 


Tue American executive is being 
turned into a hypochondriac. In- 
deed, so many members of brass are 
taking their pulse, feeling their 
heartbeat, worrying about diet, do- 
ing morning pushups, taking pills, 
reading articles on how not to die 
at 60 and going to doctors that 
it's a wonder they have any time 
or energy left to run a business. 

The latest fad to grip the man- 
agerial class is “Executive Health 
Programs.” Two out of every three 
corporations listed on the New 
York Stock Exchange have, in the 
last five years, established elaborate 
facilities for semiannual and an- 
nual physical checkups for top 
staffers 

Most of these programs are “vol- 
untary,” but woe to the department 
head who says “fie.” Immediately, 
rumors begin to circulate that M: 
Smith, who didn’t sign up for a 
medical, is not long for this world 
In one company, for example, the 
executive over 55 who refuses to 
take part in the company’s mass 
medical examination cannot be 
promoted or get a raise until he 
gets a clean bill of health from the 
medics 

In another large outfit, the presi- 
dent of the company, who has a 
lean, hungry look, has an un- 
shakeable belief that overweight is 
at the root of all ailments of the 
aging. He keeps a record of the 
weight of all his important subor- 
dinates, and when he sees any of 
them putting on a little girth, he 
sends a stern warning. “I'm darn 
tired of eating carrots and lettuce 
to hold my job,” said one of the 
perennial dieters recently 

The trend towards medication 
among the upper bracketeers has 
led drug companies to design neat 
little pill boxes that go well with 
gray flannel suits. And jewelers 
report that they do a brisk business 
these days in gold and silver pill- 
holders 

One industrial relations director, 
as healthy and robust a man as 
ever pounded a collective bargain- 
ing table, was recently seen taking 
out a little pill box during a hectic 
session with the union. With a 
flourish that would do justice to 
John Barrymore at his hammiest, 
he took out a capsule, called for a 
glass of water and slowly swallowed 
the spherule. 

“What's the matter, Jim?” an 
associate asked after the confer- 


ence. “The com- 
pany doctor say 
something was 
wrong with 
you?” 

“Healthy as 
ever,” he said 
with a 


“but wheneve! de 


Lawrence Stessia 
I want a little 


wink 


sympathy from the union com 
mittee, I just make out that our 
doctor has told me I must take care 
of myself. It's only a sugar cap- 
sule—and I don't get called so many 
names any more 

All this 
ment is born of the fiction that the 
businessman 


doctoring of manage 


because of the pres 
sures and strains brought to bea 
upon him, is more prone to have 
ulcers and heart attacks than men 
in other oce upational strata, Medi 
cal science Says no 

This may come as a big Surprise 
to executives themselves. Fo: years 
they have been nursed on the il 
lusion that running a business is a 
killing task Recent 


another story The 


gruelling 
studies tell 
American businessman Is no more 
heir to heart attacks and the early 
grave than the farmer or the truck 
driver. And psychoanalysts would 
take to their own couches if they 
had to depend for a living on the 
successful businessman. For the ex 
ecutive, in relation to others in the 
population, is emotionally stable 

The assumption behind all these 
executive health programs is that 
if a man is told by his doctor that 
there is something wrong with him 
he'll take steps to be cured and 
begin to live right. But that doesn’t 
always happen. In many cases, the 
executive is scared and tries to hide 
his ailment from his associates. So 
he’s apt to come to work when he 
should be home, put in extra hours 
to prove his stamina, and worry 
himself to a frazzle in the fear that 
someone will see the medical record 
paid for by the company—even 
though secrecy is guaranteed un- 
der most plans 

The reason that management 
men are carrying on so is that pre- 
ventive medicine in this country is 
still something new. Going to a 
doctor means “you must be sick,” 
Therefore, if the medical man 
strokes his chin or raises an eye- 
brow while taking a blood pres- 
sure, the businessman immediately 
starts computing his insurance 











PAPER & PULP 


MONEY BAGS 


Never the fastest grower in its 
field, Union Bag has heretofore 
been content to remain the most 
profitable one. But now it is plan- 
ning a major increase in size as 


well, 





In a hunting lodge near Savannah 
Ga. one balmy night last month, Vic« 
President Donald J. Hardenbrook olf 
the $96.4-million Union Bag & Pape: 
Corp.” played host to a group of se 
curity analysts who had come South 
from New York and Philadelphia to 
check up on Union's Savannah prop- 
erty, the biggest pulp and paper mill 
in the world 

“Traded NYSE. Price range 1955): hig? 
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Union Bag & Paper ranks ninth in its indusiry, but leads the pack in profit margin: 
Even against such rivals as International giant of the field, Container Corp 


its big container competition, and Scott, a power in specialties 
Union Bag and Paper's operating profit almos! alway 
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PULP WOOD AT UNION BAG’S SAVANNAH MILL, THE WORLD’S LARGEST 
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margins, largely because its conver- 
sion of slash pine into wood chips and 
ultimately into paper and “cardboard” 
bags and containers is economically 
centered in one vast mill in Savannah 
Union regularly highe: 
pretax profit margin than its competi 
tors Even after taxes it 


is able to pocket a dime from every 


racks up a 
(see chart) 
dollar of sales 


most U.S 
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a far greater net than 
manufacturers can boast of 
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The analysts from Wall Street and 
Philadelphia's South Broad Street did 
not agree upon any 
Their comments 


[ Union 


single answe! 
from “It 
Bag's common] has 


ranged 
been a 
sleeper; it well may-or may not- go 
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Actually, Union’s stock has enjoyed 
a good run up from last year’s 43% 
low. It has since been as high as 
103%. Wall Streeters advance several 
theories as to why it has not gone 
higher. One is that Union Bag, al- 
though a pioneer in its field (it was 
founded in 1861), is not famous. 
Hence it lacks the same appeal to in- 
vestors that firms which produce 
famous, nationally-advertised prod- 
ucts have. Its paper bags (which 
comprise 53% of Union’s sales), boxes 
(20% of sales) and paperboard (20%) 
are sold to some 3,000 clients. Union 
makes one of every five grocery bags 
used in the U.S. But housewives who 
carry them are seldom aware of 
Union's label. 

Persistent View. Professional in- 
vestors, who follow earnings figures 
rather than famous names, are aware 
that Union’s earnings are sometimes 


UNION BAG’S CALDER: 
he answered question with question 


erratic. From 1948's $13.6 million, 
they fell to $7.5 million the next year 
Now they are heading back toward 
the 1948 high. But this variation is 
enough to disqualify Union Bag for 
blue chip status. 

The most persistent Wall Street 
comment is that Union Bag’s sales 
have not grown as rapidly as those of 
some other leading paper firms. Scott 
Paper has come up from annual sales 
of only $37.7 million in 1945 to last 
year’s $228.8 million; St. Regis’ rose 
from $52.5 million to $200.1 million in 
the same years; International Paper's 
from $232.7 million to $683 million. In 
the same years, Union Bag’s sales 
have more than doubled, from $41.4 
million to $105.5 million, but at a 
slower pace. 

“Quite Startling.” Last month, by 
way of changing this second-best sales 
growth record, Hardenbrook gave the 
analysts something to ponder over as 
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they consider Union’s future. “You 
have come,” said he, “at a very ap- 
propriate time.” As the result of a 
gradual $100 million expansion, Har- 
denbrook announced, Union's Savan- 
nah plant was now as big as it could 
get. In order to cash in on growing 
use of paper products in the U.S., up 
from 282 pounds per capita in 1945 to 
nearly 400 pounds today, Union is 
planning to open a second major plant 
elsewhere in the pine-rich South 
“There is a good chance,” said Har- 
denbrook, “that we'll be ready to 
move before long. We're not simply 
going to sit back and watch the parade 
go by.” 

Meanwhile, Union Bag’s latest earn- 
ings report, out last month, upheld its 
traditional place as most efficient 
money-maker in the industry, and 
indicated a sizable growth as well. 
Net for 1955's first nine months was a 
record-high $10.7 million, up 30 
over 1954 (against an overall increase 
among the leaders in the industry of 
26.9%). In New York, Union Bag’s 
President Alexander Calder, a man 
not easily startled, looked into the 
future and concluded: “Our growth, 
and that of the paper industry, may 
well still become quite startling.” 


GLASS 


CONVALESCENT 


After first aid treatment in the 


form of rebuilt plants, ailin 
American Window Glass is 
fully convalescing. 


old 


ope- 


Last May, distraught directors looked 
desperately around for somebody to 
doctor up ailing American Window 
Glass Co.* They spotted their man in 
Otto Gustav Schwenk, 46, whose 24- 
year career, with nine food and ma- 
chinery companies and as a manage- 
ment consultant, was as varied as 
American's woes. 

Broken Glass. Pittsburgh's famed 
old American Window Glass was in 
deep trouble, and had been for years. 
Founded in 1899, its patents had once 
made it a prosperous semi-blue chip 
But the patents expired in 1928, and 
American Window Glass had not de- 
veloped any others. It soon started a 
long decline. Its assets dwindled from 
$29 million in 1926 to $13 million last 
year, and in the past 30 years it had 
paid 30c only in dividends on its com- 
mon (the last such payment—20c 
was in 1942). 

While American 
slowly expired, 


Window Glass 


competitors pros- 

*Traded over-the-counter Price range 
(1965): high, 1344; low, 74%. Dividend (1954) 
none. Indicated fons payout: none 
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Latest 12-Montnu Resu ts: 
6.1%; 


return on 
equity, equity growth, 5.8% 
pered. Since 1926, Pittsburgh Plate 
Glass has quadrupled its assets from 
$90 million to $443 million; Libby- 
Owens-Ford grew six-fold, now 
boasts assets in excess of $132 million 
Both companies have paid unbroken 
dividends for more than 20 years 
Painful Plowback. The long down- 
hili years, had eroded 
more than American Window Glass’ 
power. For sheer survival, 
the company had been forced to di- 
vert $13.5 million of its $17 million 
total cash flow earnings in the last 
ten years back into rebuilding its neg- 
lected and antiquated glass furnaces 
In the process, some $2.1 million in 
arrears had piled up on American 
Window Glass’ $1.25 cumulative pre- 
ferred stock. Fortunately, by the time 
Schwenk took over most of the basic 
rebuilding had already been done. 


moreover, 


earning 


CUTTING STOCK: 
the competition is better heeled 
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There were also some other notable 
assets Schwenk could work with. 
American Window Glass had devel- 
oped—and gotten patents on—a proc- 
ess for making distortion-free window 
glass (Pittsburgh Plate has a some- 
what similar process of its own; Libby- 
Owens-Ford does not). The company 
had also diversified its operation by 
a plunge into fiberglas building pan- 
els in 1952. 

There was another cheering fact in 
Schwenk’'s outlook. With the bulk of 
the rebuilding outlays already behind 
it, earnings had been on the uptick 
ever since 1952. After a deficit of 3c 
per share in 1952, American Window 
Glass earned 59c per share the fol- 
lowing year, $1.14 in 1954. In the first 
half of this year, it earned $1.75 per 
share, thanks largely to the nation’s 
building boom. 

Cleaning Up. Thus by last month 
American Window Glass enjoyed a 
sufficient semblance of prosperity for 
Schwenk to take thought of his long- 
starved stockholders. To pay off the 
$12.60 arrearage on each preferred 
share, Schwenk offered the senior 
stockholders one share of American 
Window Glass’ common (current 
price: 11% bid, i2% asked). That, 
of course, diluted the book value of 
the common stock some 19%. But it 
also opened the way for dividends 
on the common. “Next year,” says 
Schwenk, “38% of earnings should be 
available for dividends after taking 
care of our preferred dividends and 
other obligations.” 

Having cleared the arrears on the 
preferred, Schwenk was in a position 
to borrow $3 million from an insur- 
ance company. Part of the loan was 
used to retire {. 24,000 in miscellan- 
eous bonds. 

With the balance Schwenk kicked 
off a 5-year, $6-million expansion 
program to get into a promising non- 
building field: glare-reducing “grey” 
glass for TV sets, and “bent” glass 
for automobile back and side win- 
dows. Schwenk hopes that these .ef- 
forts will tide American Window 
Glass over the slump in the building 
market he foresees for 1957, “By 
1960,” says he, “we will boost our 
sales 50% to $30 million, and double 
our earnings to around $2 million a 
year. The way we are doing it, we 
will get five to seven times as high a 
return on our investment as we would 
if we had to build new plants.” 

Squeeze Play. Schwenk has to make 
good on his new products—or else. 
In order to balance his building budg- 
et, he has to earn $780,000 more be- 
fore taxes than he is earning now. 
Based on present peak annual earn- 
ings of $1 million, plus the $2.3 mil- 
lion left from the loan, he has $1.5 
million to spend each year. Out of 
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this he has to pay for the expansion 
program, preferred dividends ($205,- 
000), preferred sinking fund ($75,- 
000) and an anticipated $1.82% per 
share common dividend (totalling 
$390,000) 

Schwenk is confident he can do it. 
“Even if our building sales drop a 
third in any slump,” he says, “our 
new lines should keep any fall-off in 
total sales to 10% at most. In that 
case, we'll hold our own.” 

Even at that, however, American 
faces rough going. Libby-Owens- 
Ford and Pittsburgh Plate Glass each 
have 30% of the window glass mar- 
ket; Ar. ?rican has only 20%, and a 
marginal 20% at that. With L-O-F 
and Pittsburgh Plate, window glass is 
only a specialty; with American, it is 


PRESIDENT SCHWENK: 
could his prescription kill? 


bread and butter—the bulk of present 
sales. Moreover, American gets its 
profits in the window glass business 
the hard way. Its profit margin has 
run about 10% over the last 5 years, 
while L-O-F’s and Pittsburgh's have 
averaged 26% 

Optimism. But Schwenk is optimis- 
tic. Sales in 1955's first three quarters 
ran 31° higher than a year ago, and 
earnings rose 173.9% to a post-war 
high of $619,000. Now Schwenk is 
looking around for likely small spe- 
cialty glass producers to merge with. 
“To round out a company,” says he, 
“vou keep your dependable quality 
lines and reach out for newer high- 
profit ones.” 


Taxinc a rose-colored view of the 
glass business, Pittsburgh Plate Glass, 
giant of the industry, announced last 
month it was planning to spend $35- 
$40 million in 1956 to expand aud im- 
prove its plants, half again as much as 
in 1955 


CEMENT 


IN SOLID 


Ideal Cement did so well in 1955 

that it is doing something cement 

makers never thought they would 
do again—expand. 


Tue U.S.’s cement producers, who 
overbuilt their plant during the '20s, 
and suffered heavily for it in the ‘30s 
and ‘40s, are among the solidest citi- 
zens of the nation’s booming building 
supply industry these days. Last 
month, Ideal Cement Co.’s* President 
Chris Dobbins looked forward to what 
looked like the best year in Ideal’s 
history. He predicted that 1955 earn- 
ings wvuld set at about $12.5 million, 
up nearly 14% from last year’s $11 
million; that per-share earnings would 
top last year’s $3.37, hit close to $4; 
that this year’s solid 22-million-bar- 
rel output would approach an even 
solider 26.5 million barrels next year 

With the nation’s cement mixers 
whirling at record speed this year, the 
nation’s cement producers are facing 
a situation they thought they might 
never see again—too little produc- 
tion capacity to meet the impending 
demand, Ideal alone is in the midst 
of a whopping $55-million expansion 
program, which will increase the 
company’s 21-million-barrel capacity 
another 9.5 million barrels by the end 
ef 1957. 

No. 1 item is Ideal’s big Houston 
plant. The company is laying out $1.5 
million this year and another $9 mil- 
lion next year to more than double its 
capacity from 1.2 million to 2.7 mil- 
lion barrels a year. Also on the 
agenda: 

* The opening of a new Laramie, 
Wyoming plant acquired from the 
government for $1.4 million last June. 

* Additions to existing plants at 
Baton Rouge, New Orleans, Mobile, 
Fort Collins, Colorado, and Redwood 
City, Calif. 

* New plants to be constructed at 
Superior, Nebraska; and Spokane and 
Gold Hill, Oregon. 

Ideal has its eye on the budget, how- 
ever. Next year’s spending (around 
$32 million), says Chris Dobbins, will 
be met out of retained earnings and 
cash on hand by September 1, 1956, 
with $8 million to spare. 

But Ideal’s plans are still very 
flexible. Dobbins last month ex- 
pressed fears that the cement industry 
may again overexpand capacity in 
the next year or so. If it does, he 
intends to cut back his program ac- 
cordingly. 

phyaded over-the-coun 


5915: low, 44 Dividend (1904 woah: 
sito Mn. indieabes tags, Bh H : 
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STEEL 


PAYOFF 


In five years Avery Adams has 
transformed Pittsburgh Steel 
from an industrial weakling into 


a surprisingly strong competitor. | 


Except for the steady staccato of the 
Dow-Jones news ticker and a few 
subdued murmurs among the board- 
watchers, quiet reigned in a broker- 


age house on Manhattan's Pine | 
Street one day last month. Sudden- | 
ly, the ticker tapped out the message: 
“Pittsburgh Steel Co. declared a cash | 
dividend of 25 cents on the common | 
and a stock dividend of 1% .. . This | 
is the first cash dividend declaration | 


. in 25 years.” 


“Pittsburgh Steel?” bellowed a | 


broker: “Criminy! This economy is 
kind to everybody!” 


New Look. In a sense, no company 


ever needed a little kindness more 
than $140-million (assets) Pittsburgh 


Steel*, 13th largest U.S. steelmaker. | 
A hand-to-mouth operator ever since | 


1929, it has been close to the scrap- 


heap more than once during the en- | 


suing years. But in the Smoky City 
last month, joy was unconfined. So 


swamped was Pittsburgh Steel with | 
orders that it wu. operating at a | 
whacking 105% of theoretical capac- | 
ity. Its swollen backlog of orders, in | 
fact, virtually assured it of full-scale | 
operations for the next six months at | 


least. 


No less swollen was its treasury. | 
On a 42% rise in nine-months sales, | 


to $129 million, Pittsburgh cleared a 
$4.7-million -profit—490% more than 
last year. Already assured of the sec- 
ond best year in its history, Pitts- 
burgh Steel was driving hard at the 
record one—and a profit of better 
than 1951's $7.3 million. If it makes it, 


Pittsburgh owes thanks both to a. 


booming industrial economy and 
President Avery Adams. Even in 


these plushy times, Wall Streeters | 


noted, the company might still be 
scraping a skimpy living but for the 
boss’ willingness to gamble. 

New Market. A veteran steelman 
(with Inland, U.S. Steel) when he 
took over at Pittsburgh five years 


ago, Adams quickly diagnosed his | 


company’s chronic ailments: as a 
maker of semifinished steel (mostly 
ingots), Pittsburgh Steel was bogged 
down in the marginal end of the mar- 


ket. When steel demand was high, it | 


could easily sell its ingots to other 
steelmakers, who fabricated them. 


“Traded NYSE. Price ran high 


} a, (eee) 

20%: low, 2245. Dividend (1 )}: 8% stock 
Indicated 1958 payout: 25c plus 3% stock 
Ticker symbol: > 
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... it’s all MARQUETTE Cement 


While Marquette’s the parent company, five sales 
subsidiaries lend their names to much of its volume. 


In the middle west you'll find Marquette and Hawkeye 

cement ... over Ohio-West Virginia way Superior is the familiar 
cement name... down around Georgia it’s Southern States cement 
.., and you'll see Cumberland or Hermitage cement on building 
sites throughout the mid-south region. 


They're all names to know and remember, representing 
most of the sales of Marquette’s cement producing plants that 


serve the construction industry in 18 states. 


MARQUETTE Cement 


ONE OF AMERICA'S MAJOR CEMENT PRODUCERS 


Operating eight cement producing plants in 
Minois, lowe, Ohio, Missouri, Tennessee, Mississippi and Georgie 


Annual capacity 13,600,000 barreits 
—and some 3,000,000 additional barrels on the way 


MAROVETTE CEMENT MANUFACTURING CO. + 20M. WACKER ORI VE + CHICAGO G, Itt 
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But when demand was low, the other 
steelmakers had ingots enough of 
their own. Adams’ solution: get 
Pittsburgh into the finishing business 
fast 

It cost Pittsburgh a thumping $65 
million to do so. But by last year 
Adams had raised its steelmaking 
capacity 48°, its finishing capacity 
82°,. When demand for steel became 
frantic last fall, Pittsburgh found it- 
self riding the boom side-by-side with 
its bigger steelmaking brethren. Not 
yet content to breathe easily, Adams 
has $15 million more earmarked for 
an expansion program which will in- 
crease Pittsburgh's steelmaking ca- 
pacity another 15%. After 25 years as 
the industry's weakling, Pittsburgh 
Steel was suddenly swinging its 
weight around 

Whether it can muscle into enough 
business to pay common stockholders 
regular dividends in anything 
than a seller's market, still remains to 
be seen. At any rate, expansion- 
minded Avery Adams is not exactly 
breaking records for generosity. To 
conserve cash, Adams paid out stock 
dividends totaling 8% each in the 
three years through 1954. As Wall 
Streeters were quick to note, Adams 
is still conserving it. Common stock- 
holders will see no more than 8° of 
the estimated $3 per share earnings 
Pittsburgh will collect this year. The 
rest will go back into the effort to 
make Pittsburgh Steel the stable pro- 
ducer and well-sinewed competitor 
Adams is determined to make it 


1ess 


RETAILING 


PIPED IN 


In Robert Hall Clothes chain, am- 


bitious Jacob W. Schwab has built | 


a promising prop for United Mer- 
chants & Manufacturers’ earnings. 


Wen quiet, soft-spoken Jacob W 
Schwab, $350,000-a-year president of 
$210-million (assets) United Mer- 
chants & Manufacturers, Inc.,* added 
the Robert Hall chain of 38 self-serv- 
ice retail clothing stores as an earn- 
ings prop for the dizzy ups and downs 
of UM&M's textile and factoring di- 
visions nine years ago, more than one 
competitor smiled more than a little 
skeptically. 

Who's Smiling? Last month it was 
Jack Schwab's turn to smile. Having 
sprouted into a 204-store nationwide 
chain, echoing its strident low-over- 
head theme in singing commercials 


*Traded NYSE. Price range (1955): 23%; 
low, 18. Dividend (1954): $1. Indicated 1954 
porous $1.10 plus 5% in stock. Ticker sym- 

1: UDM 
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from coust-to-coast, upstart Robert 
Hall was selling clothing off its pipe- 


rack displays at the rate of close to 


UM&M's SCHWAB: 
an answer to skeptics 


$80 million a year. UM&M was profit- 
ing handsomely from the trek to the 


suburbs where all but about 30 Rob- 
ert Hall stores are located. 

But its warm wooing of suburban- 
ites was not Robert Hall's only claim 
to fame. United Merchants Vice Pres- 
ident Harold Rosner, king-pin of 
Robert Hall Clothes division, claims 
the chain’s big-scale, high-speed buy- 
ing & selling of merchandise assures 
fast inventory turnover. “We have,” 
says he, “cut to a minimum the time 
it takes to get a garment from the 
mill to the customer's back.” 

To plug these innovations, Rosne: 
and Schwab keep up a steady din via 
radio, TV and newspapers to hammer: 
on a simple, basic theme: our low 
overhead is passed on to the custome: 
in the form of lower prices 

UMEM executives stoutly maintain 
that these loudly-broadcast claims are 
no mere merchandising gimmick 
They claim Robert Hall makes money 
on an average markup of less than 


WHAT SECRET POWER 
DID THIS MAN POSSESS? 


BENJAMIN FRANKLIN (A Rosicrucian) 


Wauy was this man great? How does 
anyon woman—achieve great- 
ness’ Is it not by mastery of the powers 
within ov -selves ? 

Know the mysterious world within you! 
Atrune yourself to the wisdom of the ages! 
Grasp the inner power of your mind! Learn 
the secrets of a at and peaceful life! Ben- 
Franklin—like many other 
and great meu and women 
aan. Th 


man ot 


jamin learned 
was a Rosicru- 
Rosicrucians (NOT a religious 
Organization) first came to America in 1694 
Today, headquarters of the Rosicrucians send 
over seven million pieces of mail annually 
to all parts of the world 


The Rosicrucians 
SAN JOSE (AMORC) CALIPORNIA 


THIS BOOK FREE! 

Write for YOUR FREE 

COPY of “The Mastery of 

Life"—TODAY. No obdli- 

gation. No salesmen. A non- 
‘oft organization, Address 
tribe P_R.T. 


SEND THIS COUPON 
----------)4 

Scribe P.R.T 

The ROSICRUCIANS 

(AMORC) 

San Jose, California 


Please send me the free book, The Mastery 
of Life, which explains how I may learn 
to use my faculties and powers of mind. 


NAME 
ADDRESS 
cITy... 
ZONE 
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30% compared to an average of 45% 
for wearing apparel competitors. 
Schwab, however, is absolutely 
tight-lipped in refusing to release 
figures on Robert Hall’s contribution 
to UM&M’s profits. He parries such 
questions by pointing to his current 
expansion program which is adding 
30 stores a year toward a goal of an 
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UNITED MERCHANTS 
7. = 




















Latest 12-MontH RESULTS: return on 
equity, 13.4%; equity growth, 8.3% 


eventual 300-store network. “Would 
we expand like this,” said one UM&M 
executive, “if it weren’t profitable?” 

Balance Wheel. Schwab can well use 


the growth from his self-service | 
clothing stores. Robert Hall Clothes 

is the apex of a $210-million commer- | 
cial pyramid into which Schwab has | 


integrated some 42 subsidiaries from 


Canada to South America. Besides | 
the 204 Robert Hall units, United | 


Merchants operates 11 wholesale mer- 
chandising units, 26 plants, 2 selling 


agencies, and a commercial factoring | 
subsidiary. To all this Schwab re- 


cently added a new element: a ma- 
chinery factoring side line. 
But for all this diversification, the 


highly competitive, volatile textile | 
a eee Tee SI Ye ste ees ven bow te 
outwit your worries and develop a ca- | 
pacity to enjoy life—in his book that won 
the B. C. Forbes Prize Book Award, 
| “THE BEST THINGS IN LIFE.” Hailed 
as another “Peace of Mind.” Once you 
read a copy, you'll want extras to share 
with your friends this Christmas. On sale | 50 YEAR 
at leading book stores, $3.95, or direct 
from publisher. 

For your copy of Harry Hepner’s “The 
Best Things in Life” simply return this 
ad with $3.95 (in N.Y.C. add 3% sales 
tax) and your name and address to: 


B. C. Forbes & Sons, Dept. F1115, | 
80 Fifth Ave., New York 11, N. Y. 


In 1954 UM&M’s sales made a new | 


high at $341 million, but its profits 
eased from $1.73 a share to $1.71. 


Better Days. Last month things were | 


looking better for Schwab and his 
17,195 stockholders than they had for 


a long time. For the fiscal year ended | 


June 30, 1955, United Merchants re- 


ported record sales of $392 million. | 
Better still, earnings rose 70% to $2.90 
per share. Domestic prosperity and | 


a brighter outlook for the big South 
American operations had helped. But 


so had the mushrooming Robert Hall | 
chain. Profit margins are now back | 


at a more comfortable 7.3%. 
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This advertisement is neither an offer to sell nor a solicitation of offer: to buy any of these securities 
The offering is made only by the Prospectus 


NEW ISSUE November 2, 1955 


1,110,307 Shares 
Commonwealth Edison Company 


Common Stock 


(Par Value $25 per 5 


Holders of the Company's outstanding Common Stock are being offered the nght to 
subscribe at $37.50 per share for the above shares at the rate of one share for each fifteen 
shares of Common Stock held of record on November |, 1955. Subscription Warrants 
will expire at 2:30 P.M. Central Standard Time, on November 16, 1955 

The several Underwriters have agreed, subject to certain conditions, to purchase any 
unsubscribed shares and, both during and following the subscription period, may offer 
shares of Common Stock as set forth in the Prospectus 


Copies of the Prospectus may be 
including the undersigned, only: 


acl as dealers in securiti 


The First Boston Corporation 


A. G. Becker & Co. 


becen pen eted 


Glore, Forgan & Co. 


Kuhn, Loeb & Co. Blyth & Co., Inc Central Republic Company 
lacwe ted 


Eastman, Dillon & Co. Goldman, Sachs & Co Harriman Ripley & Co. 


Hornblower & Weeks 
Kidder, Peabody & Co. 


Lehman Brothers Merrill Lynch, Pierce, Penner & Beane 


Smith, Barney & Co. Stone & Webster Securities Corporation Union Securities Corporation 


White, Weld & Co. Dean Witter & Co. A. C. Allyn and Company 
td 











‘Clark: built 


machines- 


fork-trucks, towing 
tractors, tractor-shovels, 
excavator-cranes, 
carriers—are better 
machines because 

their power trains, 

from engine to tires 

are engineered and 
manufactured by 


CLARK 
SPECIALISTS 1 EQUIPMENT 


TRANSMITTING HORSEPOWER TO MULTIFLY MANPOWER 
CLARK EQUIPMENT COMPANY 


BUCHANAN, MICHIGAM 
Other Plonty Bortie Creat, Jockson, Benton Merber, Michigan 
PROOUCTS OF CLARK .. . TRANSMISSIONS « TORQUE COR. 
VERTERS + FROWY AND REAR AXLES + AXLE HOUSINGS + fanm 
CQUIPENT UNITS © CLACTON STEEL CASTINGS « GEARS AND 
| 1O0G:NGS (ORK TRUCHS + TOWING TRACTORS © POWERED HAND 
TRUCKS + HOG8 STRADDLE CARRIERS © G@OHIGAN TRACTOR 
SHOVELS AMO LACAVATOR CRANES 
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Forses Harr-Price Boox SALE 


Save 50°% and More—forbes Business Books Make ideal Christmas Gifts. 


Take advantage of the greatest book sale in Forbes’ his 


tory | 


rand new, bindery fresh business books at half price 


and less, while they last! 


Don't miss this opportunity to build up your busine 
with vital Forbes books that tell you how to: st 
business progress ; 


library 
»p up your 


sharpen your “sell-how”; mold public 


opinion to your favor; get to the top and stay there; keep 


_A practical guide book for the y 


WAYS AND MEANS TO 
SUCCESSFUL RETIREMENT 


by Evelyn Colby & John G. Forrest 


Packed with down-to-earth hel 

lems people face on retirement, espe 
problems of finance points ou 
ways for retired men and won 
money from hobbies or part-time 
they can start on a shoestriv 


WAS $3.50 NOW $1.75 


AMERICA’S TWELVE MASTER 
SALESMEN 


Twelve outstanding successes |r 
able pointers on the fine art of s« 
others: james A. Farley, Max He 
rad Hilton Alfred ft I yr 
Vincent Peal Phomas 
Zeckendort{, et« 


WAS $3.00 


Normatr 


} W at William 


NOW $1.50 


THIS WILL KILL YOU 
by Charles Furcolowe 


Here is a new form of guide-book on how to kill 
yourself. A hilarious but downright sensible 
volume on matters of diet and health, including 
how to stop smoking, prepared under the super 
vision of a distinguished physician—"guaran 


teed” to add years to your life or your money 
hack ! 


WAS $2.75 NOW $1.38 


REVIEW AND REFLECTION 
—A HALF-CENTURY OF LABOR 
RELATIONS 


by Cyrus 5. Ching 


Cy Ching, who actively participated in the most 
dynamic 50 years of industrial relations, first 
within industry itself, and subsequently as 
Federal Mediator, reviews this vital era (1903 
$3), gives ground rules for suceessiul labor 
management 


WAS $3.95 NOW $1.98 


HOW AM | DOING? 
by Reber? fF. Moore 


me executive 
who wants to “go places.” It is designed to help 
him get his bearing, fix « goal, chart a course 
and steer straight through to his chosen desti 
nation 


WAS $3.00 NOW $1.50 


today before this amazing money-saving offer 
December 31, 1955 


Suggestion 


healthy under pressure; insure a happy, secure retirement. 
These are books you will read and refer to over and over 


again for inspiration, relaxation, self improvement. Order 


expires 


Order extra copies now at these bargain prices 


for Christmas gifts later 


SOLVING PUBLIC RELATIONS 
PROBLEMS 


by Verne Burnett 


The author, Public Relations Counsel, shows 
concrete, actual problems of turning public re 
lations in your favor tested ideas for getting 
your story across to employees, consumers 
stockholders, executives, opinion makers, gov 
ernment agencies, clubs and special groups 


WAS $3.00 NOW $1.50 


101 UNUSUAL EXPERIENCES 


Collected and orranged 
by 8. C. Forbes 


Inspiration and cheer gleaned from the careers 
of business leaders and other famous persons 
such as Luther Burbank, Andrew Carnegic 
Calvin Coolidge, Walter P. Chrysler, Thoma 
Edison, David Sarnoff, etc 


WAS $3.50 NOW $1.50 








— > SPECIAL <— 


COMPLETE FORBES BUSINESS 
LIBRARY OF ALL 7 BOOKS 


ORIGINALLY $22 70—now ONLY $1098 


ALL BRAND NEW, BINDERY FRESH BOOKS 
MONEY BACK IN 10 DAYS IF NOT SATISFIED 


MAIL COUPON NOW 
WHILE THEY LAST! 














8. C. Forbes & Sons Publishing Co., inc. 
80 Fifth Avenue, New York 11, WN. Y. 
Enclosed is $ Please send me the books checked 


below subject to your money-back-in-10-days guarantee, it 
not satisfied. (On N.Y.C. orders add 3% sales tax.) 


C) Successful Retirement $1.75 ([) How Am | Doing? $1.50 
[) Master Saleamen $1.80 

i) 

C) This Will Kill You $1.38 ©) Public Relations $1.50 


(C) Review & Reflection $1.98 © 101 Unusual Experiences $1.50 
( ALL 7 BOOKS $10.98 (Originally $22.70) 
Name : : 
(please print) 


Address 


State... 


City : Zone 
THIS SPECIAL OFFER GOOD ONLY UNTIL DECEMBER 31, 1955 
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1949 1951 


THE FORBES INDEX 


Solid line is computed monthly, gives 
1. How much ore we producing? 





equal weight to 
FRB producti 





1953 1954 


five factors. 
index) 


denied 





2. How many people are working? (BLS 
ployment 


) 
3. How intensively ore we working? (BLS average weekly hours 
in menutacture) 


4 Are people spending or saving? (FRB department store sales) 
5. How much money is circulating? (FRE bank debits, 141 key 


centers) 


Factors 4 and 5 are adjusted for valve of the dollar (1947-49 = 
variation 


100), factors 1, 4 and 5 for seasonci 


Dotted line is on 8-day estimate based on tentative figures for five 
components, all of which ere subject to later revision * 


J 


i 


| | 
Sees eseSs 
: ’ ’ 


aes 


gets 


FMAMSiSd AS OK D 





*Final figures for the five components (1947.49 


Sept. Oct. Nov. 
124.0 126.0 129.0 
110.9 111.2 111.7 
99.5 100.0 100.8 
103.5 108.0 109.9 
144.2 135.8 144.7 


Production 
Employment 
Hours 

Sales 

Bank Debits 


100) 


Jan. (55) 
131.0 
109.4 
100.8 
114.2 
149.4 


Dec. 

130.0 
113.3 
101.8 
111.9 
150.0 


Feb. 
133.0 
110.9 
101.3 
108.4 
150.0 


Mar. 
135.0 
111.6 
102.0 
109.3 
150.0 


April 

136.0 
111.8 
100.8 
115.3 
150.0 


june 
139.0 
112.8 
102.0 
112.3 
150.0 


May 
138.0 
112.6 
102.0 
113.3 
150.0 


July 
140.0 
113.5 
101.0 
119.2 
150.0 


Aug. 
140.0 
113.8 
102.3 
115.4 
150.0 


Sept 

141.0 
114.0 
102.8 
115.4 
150.0 





MARKET COMMENT 


by L. O. HOOPER 





Discussing Some Comparatively 


Numerous cross-currents make the 
immediate course of the DJ Industrials 
or the “market” difficult to plot. Un- 
questionably much of the bloom is off 
the boom in stocks, and those who are 
buying and selling them are less con- 
fident. On the other hand, earnings 
and dividends are good and there is 
no evidence whatever of any business 
deterioration. Political considerations 
will continue to influence the think- 
ing of many people. For the first time 
in years, too, there are potential 
losses which can be taken for tax 
purposes—and in the next six weeks 
there will be some tax selling. 
Without getting too far out on a 
limb, I would suggest that we may be 
in a much more selective market for 
a time, that the advances may not go 
as far as the bulls expect, that the 
declines may not be as deep as the 
bears fear, and that any larger move- 
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Deflated Stocks 


ment in the aver- 
ages will be 
brought about by 
surprise rather 
than by expected 
(and predictable) 
news. 

In the DJ In- 
dustrials, it may be assumed that there 
is a “supply area” somewhere around 
467-475 that it will be hard to pene- 
trate, and that the present effective 
“demand area” is around 430-440. 
Some time between now and the mid- 
dle of the winter I suspect this “de- 
mand area” may be tested. 

My back-to-the-wall “demand 
area” is still 390-400; but this area 
may not be tested unless there is 
some real bad nevis or a recurrence 
of emotional political pessimism. 
Keep 390-400 in mind as sort of a 
“trouble possibility” rather than any- 


thing which now appears imminent 

Perhaps the best thing I can do in 
this is to discuss some of the 
comparatively deflated stocks, issues 
which are down considerably from 
their 1955 highs and appear to be bet- 
ter values than formerly. And please 
that I talking about 
values rather than trying to hand out 
“red hot” buying suggestions! Some 
of these stocks easily could be even 
better especially if they run 
into tax selling! 

Allis-Chalmers (62%) pays $4 per 
annum to offer a return of about 6.4% 
This year’s net will be not far from 
$6 a share larger number of 
shares brought about by preferred 
stock conversions and the absorption 
of two other companies through an 
exchange of shares. The $4 dividend 
is regarded as safe over the foresee- 
able future. The stock sold as high as 
81% last April, so it is off about 23% 
from the year’s high. With sales aver- 
aging well over $500 million a year 
for four years, this is no mean com- 
pany. Not only is Allis-Chalmers a 


issue 


remember: am 


values, 


on a 


49 























There Are Signposts 


on the Road to Profit... 


And there are criteria that form the base for a wise investor 
when he picks a stock for the potential of Capital Gains. 
Buy the stock of a young company. 
a growing company. 
a company with alert, aggressive management. 
a company with services or products in growing demand. 
a company with services or products able to compete effectively 
in good times or bad, 
© a company with soundly diversified interests. 
© «a company with reasonable capitalization. 


These are signposts on the road to profit. All you have to do is find them—and 
that's where the difficulty comes. ¥. don't claim we can come up with the 
perfect anewer. But we can at least show you stocks where moet of the vital 
factors are present-——where your chance of profit is good 


For information on stocks that have the “Profit Factors” just fill in 
and mail the coupon below, 


| . . 
McGrath Securities 
CORPORATION 
70 Wall Street, N. ¥.5,N.Y¥. © WH 40175 
Please send me information on stocks that hove the “Profit Factors.” 
Nome __ 
Address __ 


ARR 


Telephone: 
































80% Off? 


When a stock declines about 80° from its high, and its 
business has recently increased about 150%, we think it 
affords a real speculative capital gains opportunity to 
investors who can afford to buy and hold 

If you agree with us, take a long look at the common 
stock of Consolidated Uranium Mines, Inc.—-a stock which 
sold at $2. per share last year and now sells for 36¢ 
Preliminary estimates received from Consolidated indicate 
a present cash position of about $750,000 will be reported 
soon, Tonnage figures for October production are expected 
to hit a new high. 


If you-believe, as we do, that this is truly a great growth 
stock fur potential future profite—simply fill in and mail 
the attached coupon. 


TELLIER & CO. tcsctishes 9s 


First in Uranium 


ONE EXCHANGE PLACE JERSEY CITY 2, N. J 


Genriemen: Without obligation, please send me the latest report 
about Consolidated Uranium Mines, Inc 


EEE ——— 
(Print) 


ABOGESS 2.2 


crry 








large maker of farm machinery, but 
it also is an important factor in road 


| building machinery, in general ma- 
| chinery and in electrical equipment. 
| The management has improved in late 


years and is ambitious. Labor rela- 
tions are much better than formerly. 

Amerada (85) is down 26% from 
the year’s high of 115. This company 
is one of the world’s most successful 
developers of petroleum resources and 
has large unexploited discoveries in 
the Williston Basin of the United 
States as well as in the Sturgeon Lake 
area in Canada. Connecting pipe lines 
to the latter area are nearing comple- 
tion. Here is a quality “store of value” 
stock which has been under pressure 
for a long time. Some day it will “snap 
out of it.” 

American Optical (39) is down 26°, 
from the March high of 53%. That 
takes most of the Todd-AO optimism 
out of it, and Todd-AO (in spite of a 
poor start) still has quite a potential 
The New England floods, after tax 
credits, probably cost the company 
around $1,165,000, which will be 
charged against surplus and not 
against 1955 earnings. Net for 1955 
should be reported at around $3.25 a 
share. This company has a new and 
younger management, and much is 
being added in the way of new things 
as well as in new efficiency in doing 
old things. There would appear to be 
a pretty solid earning power of around 
$3 a share back of this stock without 
any of the new stuff. The dividend 
rate is $2 per annum. 

Bendix Aviation (49) was men- 
tioned in this column in the previous 
issue. The stock is down 17% from 
the year’s high of 59%. It should show 
$6 a share earned for the year ended 
September 30th and the $2 dividend 
could be increased or supplemented 
by an extra in cash or stock. Bendix 
is one of the most research-minded 
companies listed on the NYSE. Chart- 
wise, it would appear to have bot- 
tomed out. It looks cheaper than most 
research stocks, and cheaper than 
most electronic issues. 

Colgate-Palmolive (56) is down 
from a high of 62% this year and 6344 
in 1954. A bad strike hurt first-quar- 
ter earnings, and net for the first nine 
months was $3.73 a share against $3.90 
a share last year. In the September 
quarter, however, profits were $1.99 


a share, although this figure was 


helped along by higher dividends from 
foreign subsidiaries. This company has 
never attained the investment esteem 
enjoyed by Procter & Gamble, but the 
quality of the stock now is improving 
and people are beginning to have a 
better appreciation of the fact that 
foreign earnings (very important to 
Colgate) never have gotten into the 
(ConTINUED ON PAGE 61) 
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YES—WE FORTUNE-BUILD ON GROWTH— 
GREAT GROWTH OF LITTLE MONEY 


The experience of half a century has 
proved that knowing what to buy and 
when to buy and sell is the secret of 
quick fortune-building. It is far better 
to know the time to sell to the false 
optimists and the time to buy from the 
misguided pessimists than it to be 
familiar with market theories. 

Thirty years of conspicuous success for 
clients has built us pre-eminent recogni- 
tion for our fortune-building growth dis- 
coveries. That is why thousands of 
investors are reading our weekly “Stock 
Market Appraisements” we formerly syn- 
dicated nationally on financial pages un- 
der the heading, “ROYSTONE SAYS.” 

Our newspaper followers found out 
that discovering and recommending fun 
damental growth values is the basic f[ac- 
tor in fortune-building service. No won- 
der Wall Street is so anxious to keep in 
contact with our recommendations. 

This demand from everywhere for our 
reliable guidance in selecting special 
growth values forced us to publish our 
comments in inexpensive weekly ana- 
lytical guidance bulletins. 

To buy and hold low-price long-term 
growth situations before the public recog- 
nizes their potential values largely elimi- 
nates the hazards of speculation. Now, 
thanks to the discovery made while evalu 
ating fundamental psychological factors 


Is 


the most a 
future,’’ sent free to his 


‘27 Gafety Rules’ for 


W. H. ROYSTONE 
INVESTMENT ANALYST 


Who, from devoting many years building fortunes 
tor investors, wrote ‘America Tomorrow,’’ called 
economic 


by the id 
our growth stocks 

Thinking realistically 
that fortunes built from small funds 
only through far-sighted specializing, not 
through diversification 
tions the 


inere ased 


spectal untages we look for in 


we must agree 


A few poor sele« 
of Funds 
when clients 
that 
seventy and sold to 
at that 
We expect many of the 
recommending should 
prices many times 
The only sure fortune-building is done 
through such fund enhancement research 
That alone will offset the rising cost of 
living. Fortune-building requirements call 
for at least a fifty per cent fund gain 
each year. Instead, the great majority of 
investors see their cash values shrink, 
Recently we again recommended a spe 
cial growth hve 
we had studied a years and 
originally recommended near two. It 
now selling ten and much greater 
growth is expected. It should pay an at 
tractive dividend current This 
Summer we recommended another dis 
covery near three-fifty that quickly went 
through ten and its advance has hardly 
started 


destroy gains years 
were greatly 
bought a 
doubled price at 
buy an stock 


through twenty 


our 
pre-reorganization bond 
in 

oil seven went 
disc overies 


double current 


we are 


low 


situation selling below 
number of 
in 
near 


on price 


wide for the 
personal clients with his 


Investors and Traders We are about to recommend an 





found in the Roystone Heavy Industry 

formula, we follow the fundamentals that make for profits. Cur- 
rently we anticipate a long bull market in natural commodity 
growth stocks. We are exploring the field to uncover the issues 
that show the greatest fortune-building potentials. 

Without such preparation for fortune-building, the average in- 
vestor never has a profit chance. Instead of building up a fortune 
in a few years, he sees his funds shrink. Unfortunately, investors 
and traders are equally victims of popular sentiment. They buy 
when they should sell and sell when they should buy. To protect 
clients against these errors, we developed our 27 Safety Rules for 
Investors and Traders. 

We build on growth, not petty profits. One may not go broke 
taking quick profits but certainly one never gets rich. We select 
growth values in their infancy. Holding low price, long-term 
growth situations that are independent of adverse conditions, 
makes all the difference between failure and fortune-building. 

Naturally, knowing the long trend turning points is essential 
to the investor. Knowing a “bull market” from a “bear market” 
is one guarantee of security. At the end of the Korean War this 
was almost the only service to see a long rising market ahead. 
Waiting and watching for such profit opportunities has built 
most of the large fortunes made in Wall Street. It would require 
many pages of space to reprint the hundreds of letters of grati- 
tude from longstanding clients now in our files. 

There are thousands of smaller investors, intelligently accumu- 
lating fortunes, who welcome technical data and a diagnosis of 
our growth situations we recommend for substantial income and 
rapid growth. 


GROWTH FIRST—THEN DIVIDENDS 


One of the most prevalent fallacies that distorts the judgment 
of the average investor is the idea he can buy the strong spots in 


an advancing market and be sure of a profit. He has slight 
knowledge of stock market psychology and the dangers of 
following the activity in stocks created by stock distributors. 
He knows next to nothing about the safety in selecting growth 
values. He does not realize the great number of stocks that are 
in a natural stagnation. He does not know how few are impulsed 


other startling discovery “sleeping” below 
two dollars. A complete analysis of this 
opportunity will be sent only to yearly clients, 


Read what the Press Service that 
syndicated his “Comments” said: 


“What ‘Roystone says is respected by the best in Wall 
Street from the small speculator to the largest investment trusts.” 

“One thing certain: Roystone knows the stock market 
With a truly remarkable record in earlier years while writing for 
this service he has foreseen all the 

“Followers all over America look upon Roystone as the most 
reliable long-term market diagnostician among the many good 
Wall Street technicians.” 

We earnestly believe there is a tremendous need for honest in 
vestment and business guidance. Such assistance can be derived 
only from factually appraising future investment opportunities 
in the light of political and social trends. Without such guidance 
there is small hope for the individual in his quest for financial 
independence. Remember, there are 


Is 


important market changes 


rules for fortune-building 


THE HUNDREDS OF LETTERS OF GRATITUDE AND PRAISE 

FROM OUR THOUSANDS OF HAPPY CLIENTS LIVING 

AlL OVER AMERICA AND THROUGHOUT THE WORLD 
WOULD FILL VOLUMES 


Now, to help you in your personal problems, we have created 
our special protective and instructive Centact Service to re 
place our newspaper comments. The fee (for 52 weeks) for the 
present, is only twenty-five dollars or five dollars for advice 
covering the next seven weeks of the current critical period. 

Thousands of our clients realize that when and what to buy 
is the secret of safety and success in fortune-building. When 
you send check be sure to ask for “America Tomorrow” and 
those famous 27 Safety Rules for Investors and Traders. Annual 
subscribers may send a list of their stocks for the personal com 
ments of W. H. ROYSTONE, Forest Hills 4, Long Island, N. Y 
(Instituted 1931.) Midtown consultation appointment, $25. 
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Opening 
an acceunt 


Ovr valvable booklet — yours 
for the asking —explains 
clearly and concisely ioe to 
open a brokerage account and 
engage in securities transac- 
tions. +» Subject headings in- 
clude such informative items 
as — Buying Stocks — Selling 
Stocks — How Stock is “Sold 
Short” — Stop Orders — Divi- 
dends—Odd Lot Transactions 
* The booklet also defines a 
number of stock market terms. 


We will mail your copy with- 
out obligation. Write for 
Booklet FS-21, 


) 
FRANC is |.DUPON] 5 CC 


Members New York Stock Exchange 
Principal Security & C dity Exchong 


_ One Well Street + New York 5, N.Y. 





| INVESTMENT POINTERS 


by JOSEPH D. GOODMAN 
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New & Old Recommendations 


Because of the political uncertainty 


| which has arisen following the Presi- 


dent’s illness, the great confidence 


| which had hitherto existed in the out- 
| look was jolted 
| the White House, the people will feel 
| confident that the nation will not be- 
| come involved in another foreign war. 
| Numerous troublesome matters have 


As long as Ike is in 


been occurring in Europe recently, 
which likewise call for caution in our 
securities markets. I consider it highly 
important that a careful study of each 
stock be made before it is purchased 
For quite some time I have been con- 
fining my recommendation to stocks 
which had demonstrable merit, and it 
is gratifying that some of these stocks 
have done very well in spite of recent 
severe declines in the market. 

Reynolds Tobacco at this writing 
has been acting very strong 

Sinclair recently increased it quar- 
terly dividends to 75c. 

City Stores acts as if an increased 
dividend was ahead. 
Tel & Tel has been as 


A merTrican 


| solid as a rock, also H. J. Heinz. 


I continue to recommend all of these 
stocks, as well as stocks recently rec- 
ommended 

Quite some time ago, I recom- 
mended Union Oil of Calif., then in 
the low 40s. The stock advanced to 59 


Le», 


cently, and is now 
49. I consider this 
stock to be a good 
investment at the 
present price, 
where the yield is (i 
almost 5% on the | j 

$2.40 dividendnow ~ 

being paid. The past record and finan- 
cial condition of this company are 
excellent. Sales have steadily in- 
creased, amounting to $349,000,000 last 
year, and earnings were $5.26 a share 
Charges for depreciation, depletion, 
etc., have been substantial right along, 
amounting to around $7 a share last 
year. Estimated earnings this year 
are $5.60, with an increase expected 
next year. Hence, a larger dividend 
would not be surprising. 

I recommend as a_ speculation, 
King-Seeley, manufacturers of auto 
parts (principally instrument panels 
and the accompanying indicators), a 
line of power tools for Sears, Roe- 
buck, and a variety of ventilating fans 
and fractional horsepower motors. 
Capitalization is small, consisting 
solely of 466,690 shares of stock. For 
the fiscal year ending last July, sales 
amounted to $40 million, and earnings 
were $4.76 per share. Current assets 
amounted to $16,879,267 and current 
liabilities, $6,367,621. The present an- 
nual dividend rate is $2, so that at its 
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DOW-JONES AVERAGES 
Time is growing short for investors 


to establish an advantageous tax | \' 
position for 1955. In many cases it 
will be necessary to switch from 
present shareholdings into other | +f 
stocks...requiring careful selection. iy 


wha tT 


' 
ea! 


Ht 


To help you with this problem 
we've prepared ap informative Tax 
Memo and Tax Switch List. It | INDUSTRIALS 
shows you how to determine your | 
tax position and explains many 
ways to »ave on taxes. Stocks 
recommended for switching are 
listed, arranged for easy compari- 
son of price, yield and industry. 
For your free copy, write for our 


Tax Memo, Address Dept. FA. 
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Members leading stock & commodity exchenges 
36 Wall Street, New York 5, N. Y. 
Brenches & rep ives in principal cities 


Thine 























J J 
1955 





Forses, Novemser 15, 





present price, around 33, the yield ‘= 


%. The company has an excelient | 


reputation. 
Sangamo Electric is also an attrac- 
tive low-priced speculatior, now 


around 26. It produces electric meters | 
and auxiliary devices. The company | 
also manufacturers capacitors for use | 
in electrical circuits and does a sub- | 


stantial amount of defense work. Cap- 
italization consists of $3,250,000 long- 
term debt, 800,000 shares of common 
stock (of which 37% is reported close- 
ly held). Working capital has steadily 
grown, amounting to $12,700,000 at the 
close of 1954. I think this company 
has a good long-term outlook. It 
yields almost 6% on the $1.50 divi- 
dend. 

Archer-Daniels-Midland is the lead- 
ing domestic producer of flaxseed 


products (including linseed oil), one | 


of the three largest in soybean prod- 
ucts, second largest in grain storage 


capacity, fifth largest flour miller | 
(first in soy flour} and first in flax | 


fiber, dehydrated alfalfa, core oils, 
sperm oil, and marine oils. Chemical 
operations include a large line of 
paint vehicles and alkyds and plasti- 
cizers. Capitalization consists solely 
of 1,647,000 shares. The company’s 
financial condition is very strong. 
Current assets at the close of the fiscal 
year June 30, 1955, amountec to $60 
million, and current liabilities were 
$13 million. The resulting net work- 
ing capital, $47 million, is equal to 
around $29 a share. Since 1954, the 
dividend has been $2 a share; for the 
three previous years, it had been 
$2.80. The stock has done very little 
in the last few years. In 1952, it 
reached a high of 60 and declined to 


30 the following year. It is now | 


around 38, where the yield is 544%. 


It is possible that the worst of this | 
company’s troubles are over, and | 


there might be a substantial improve- 


ment in coming years. The stock ap- | 


pears to be a reasonably good specu- 
lation. 

I call attention to Stone & Webster, 
now around 30. The company derives 


the greater part of earnings from in- | 


dustrial and utility design and con- 
struction, and the related lines of re- 
ports, appraisals, and surveys. The 
three major components are: Stone & 
Webster Engineering Corp., 
operates in a consulting engineering 


capacity and in both utility and indus- | 
trial construction, and through the | 


Badger Process Division serves the 
petrochemical 


vestment banking activities. 


Other major holdings are office | 


buildings in New York and Boston; 
San Salvador Development Co., own- 
(CONTINUED ON PAGE 62) 
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Aviation Stocks 
In 1956 and Beyond 


IR POWER is still the cornerstone of U. 8, military strength, both for defense 
d and for retaliation. Sustained production in military aircraft seems assured for 
several years despite the more friendly world climate that now prevails. Why, then 
are yields on aircraft stocks well above those on most other stocks? How will each 
company be affected by renegotiation, heavy emphasis on the newest planes and 
guided missiles, cutbacks on older models? 

Airlines are ordering great new fleets of jet and turbo-prop transport planes to 
meet the rapid increase in their traffic. Passenger revenues have more than doubled 
in the last 5 years and profits are gaining also. But will the huge expenditures prevent 
dividend increases? How will each airline be affected by increased competition from 
newly-authorized routes, the swing to air coach travel, reduced mail subsidies? 

Every investor should see the new 64-page edition of The Value Line Investment 
Survey which analyzes current and long-term trends in the aviation industries, gives 
a full-page Rating & Report on each company and an objective current appraisal of 
each stock as (I) Especially Underpriced, (11) Underpriced, (111) Fairly Priced, 
(IV) Fully Priced, or (V) Overpriced. Advance estimates of earnings, dividends 
and normal prices for 1956 and for the 1958-60 period are included 


SPECIAL: You are invited to receive, at no extra charge under this Special Intro- 
ductory Offer, this 64-page issue covering Aircraft, Airline, Automobile, Truck and 
Agriculteral Equipment stocks. in addition, you will receive in the next four weeks 
new reports on over 200 major stocks and 14 industries to quide you to safer and 
more profitable investing. Your bonus issue analyzes 43 stocks, including: 


United Alreraft 
Fairchild Engine 
American Airlines 
Gen'l Dynamics 
Int'l Harvester 
Allis-Chalmers 


General Motors 
Eastern Air Lines 
Curtiss-Wright 


Hoeing North Amer. Aviation 
Douglas Pan American Alrways 
Lockheed Studebaker-Packard 
Martin (Glenn L.) Grumman Trans-World Airlines 

ublie Aviation Chryster Minnea polis-Moline 
United Air Lines Deere and % others 


$5 INTRODUCTORY OFFER* 


Includes 4 weekly editions of the Value Line Survey—with a full-page Rating & 
Report on each of 200 stocks and 14 industries, including advance estimates of 1956 
earnings and dividends. It includes also a new Special Situation Recommendation, 
Supervised Account Report, 2 Fortnightly Commentaries, and 4 Weekly Supplements 
(Annual subscription $120.) 


BONUS: You will also receive under this Special Offer at no extra charge the 
new 12-page Summary-Index giving current Value Line advices, yields and future 
price expectancies on all 700 stocks under supervision New subscribers only 


Name 
Iddress 
City Zone State 


The Value Line Survey is now used by ower 13 00 individual 
and institutional subscribers throughout the world, including 
hanks, trust Companies, insurance companies and uniwersities 


Send $5 to Dept. F8-49 


THE VALUE LINE 


INVESTMENT SURVEY 
Published by ARNOLD BERNHARD & Co., Inc. 


THE VALUE LINE SURVEY BUILDING 
S$ BAST 447TH STREET, NEW YORK 17, N. ¥. 





industries; Stone & | 
Webster Service Corp., engaged in in- | 





7s ou looking for a 


BLISHER? 


, et + our free, illustrated booklet titled Te the 
huther in eeareh of a Publisher, Tolle how oe can publich 
promote and distribute your book. All subjects considered. 

| New euthors me. Write today for Bootle F. it's free 

| VANTAGE PRESS, ine., 120 W. 31 6t., MW. ¥. 1 
ln Calif 53 Heliywood Bivd., Holiywood 28 

in Wash, D. ¢ 1010 Vermont Ave, N.W 
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Sno THE MARKET OUTLOOK 


UNDER-PRICED 
STOCKS 


with excellent prospects 
for appreciation 


We have just completed a study 
of six stocks which, at their 
present prices, ofler an oppor- 
tunity for capital gains. The 
companies have long records 
for consistent earnings and divi- 
dend disbursements, and are 
efficiently managed and finan- 
cially sound. 


Write for this study today. 


THOMSON & McKINNON 


SECURITIES « COMMODITIES 
11 Wall Street, New York 
42 offices in the U.S. and Canada 


MEMSERS MEW YORE STOCK ERCHANGE AND OTHER PRINCIPAL 
SECURITY AMD COMMODITY EXCHANGES 


<b 


to thy investment 

. is found, many agree, in the 
carefully selected recommenda- 
tions contained in our Investment 
Advisory Digest. 
A monthly appraisal of recom- 
mended securities can be obtained 
free. Fill out coupon for your 
copy, today! 


Edward A. Purcell & Co 


Member } 

INew York Stock Exchonge * American Stock Exchange | 
50 BROADWAY, WM. Y. 4, WH 4-8120 
90-04 1610 St., Jomeice 2, 1. |. JA 3-4730 
112 State St, Albony 7, N.Y, Al 62-4287 


Please send me a free copy of the la 
vestment Advisory Digest. 
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by SIDNEY B. LURIE 





A Ray Of Sunshine 


may say that history seldom 
repeats itself. But the fact remains 
that the tradition of a year-end rally 
is one of the Stock Market's more 
pronounced seasonal patterns. Witness 
the fact that in each of the past 25 
years the January high was above 
low—and in 18 of the 
past 25 years, the January Ist level 
in the Dow industrial average was 
above that of December Ist. In four 
of the remaining seven years, the 
December lst-January Ist decline was 
only fractional 

Furthermore, mid-November is a 
particularly opportune time to think 
in terms of Christmas cheer inasmuch 
as: (1) The “trigger-happy” specula- 
tor has ample opportunity in 
which to reappraise the outlook in 
light of today’s jaundiced psychology 
—yet, the roof hasn't fallen in. Which 
suggests that the chance for a really 
important test—or penetration—of the 
October lows may be going by default 
(2) Everyone has been so “tax con- 
scious” that the normal seasonal pat- 
tern of the November lows being re- 
corded in the second half of the month 
may have been accelerated. Matter of 
fact, it is interesting to note that 
even when the November low was 
recorded after the 15th—the subse- 
quent decline was five average points 
or less in the majority of cases. To- 
a five point decline in the Dow 
Average represents little more than 
commissions 

As if to strengthen the thought that 
this is an excellent time in which to 
prepare one’s tackle for good fishing, 
there were only nine years when the 
December low was below the Novem- 
ber low. And in five of these years the 
penetration can be considered frac- 


had 


| tional 


True, the 
notice 


recent Market pattern 
“ably differs from that which fel- 
lowed earlier 1955 reactions—and it 
is probably premature to expect rally- 


| ing tendencies to lead to a renewed, 


all-embracing, Bull Market. We are 
still in a period of readjustment and 
re-evaluation—one where the linger- 
ing doubts and fears must vanish. But 
the timid always can find an excuse 
for inaction—and the basic fact re- 
mains that opportunities always 
emerge from periods of uncertainty. 
Courage is as much of a key to suc- 
cess in the Stock Market as it is in 
life 

True, the complacent who relied 
solely on President Eisenhower for 
their market interest have had a rude 
awakening. And no one can quarrel 


' with the fact that 


the confidence fac- 

tor—as expressed 

in the price times 

earnings ratio—is 

a vastly important 

determinant of the 

stock price level. 

But, and it is an important “but”, the 
confidence factor has not been as 
important as popular opinion holds 
It helped the Market approach the 
500 level—but there were other, more 
basic, considerations which started the 
fire. Thus, the political unknowns can 
easily be over-emphasized—particu- 
larly when it is remembered that: (1) 
The history of past election years 
should give comfort to those who fea 
the possibility of a change in Admin- 
istration will upset the economy. The 
trend in force before elections usually 
has continued. (2) Furthermore, there 
is a distinct likelihood that a Demo- 
cratic candidate will be cast in the 
same conservative mold which has 
made President Eisenhower one of 
our great leaders. The political facts 
of life suggest that both the Demo- 
cratic Party and Labor have a vested 
interest in continuing prosperity. 

These are unique times—and they 
require a different perspective, a more 
philosophical, broader point of view 
than could have been applied success- 
fully in previous years. We are in 
the throes of a vast technological rev- 
olution—of scientific business man- 
agement—of “money managers” who 
know their trade well. Net result is 
two-fold: (1) This is an era where 
rolling readjustments in individual 
industries, together with the develop- 
ment of new industries, points to busi- 
ness changes on the order of ‘53 and 
'54 rather than '37 and ‘38. In othe 
words, the “Big” cyclical changes may 
be temporarily passé. (2) Thus, the 
speculative public has to recognize the 
fact that prosperity doesn’t mean that 
everything will be in gear. There is 
as much difference in companies—in 
industries—as there is in people. 

The “new obvious” highlights the 
fact that the 1956 business outlook is 
no different now than it was three 
months ago—when the public’s ap- 
petite for stocks was avid. The only 
change has been in the direction of 
strengthening the probable 1956 pat- 
tern of divergence—but a better over- 
all year, nevertheless, than 1955. For 
example, the chief potential depres- 
sants still lie in the prospect that resi- 
dential construction may decline— 
that the public’s appetite for new 
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automobiles will lessen—that the in- 


ventory accumulation which con- | 
tributed to the boom is levelling off. | 


Conversely, however, the consumer is 
still very much in a buying mood— 
note the steady gain in retail sales. 
And industry likewise may spend 


more than ever before in history— | 
witness the major expansion programs | 


recently announced by three import- 


ant steel companies. While Govern- | 
ment spending is less than the year | 
ago level, this has been more than | 


offset by rising State and local ex- 


penditures. Furthermore, the prospect | 


of a new highway program in 1956 is 
even better than it was some months 
ago. Likewise, the stimulating pros- 
pect of tax cuts has been strengthened 
by the fact that receipts are ahead of 
even the most optimistic previous 
forecasts. And a reduction in taxes 
can be as much of a stimulant to the 
Stock Market as a moderate increase 
in over-all production. 

In a word, the Stock Market has 
been more hesitant than business; 
(fundamentally this is all to the good, 
for a boiling pot soon exhausts its 
steam). Of course, there are un- 
knowns—some whose implications are 
chilling. But the constructive view is 
supported on many fronts. Note the 
fact that the National Association of 
Purchasing Agents sees good business 
ahead “well into 1956” and the F. W. 
Dodge poll of 201 leading economists 
forecasts even better business next 
year. Fact that a slight downturn in 
output is expected in the second half 
of 1956 probably can be accepted with 
reservations. Invariably, recent year- 
end forecasts have expressed doubt 
over the second six months—which 
usually has proved to be unexpectedly 
good. In the present instance, sight 
cannot be lost of the fact that ours is 
a managed economy—witness the re- 
cent comment of the F.H.A. Adminis- 
trator that housing curbs would be 
removed if production drops sharply. 


True, the business and Market out- | 


look do not always run in parallel 


lines. Then, too, there is a question | 
of whether there is a news develop- | 
ment on the horizon which will break | 
the speculative impasse and spark | 


enthusiasm. The most likely candidate 
is a steel price increase. In any event, 


the Market can generate its own in- | | 


terest—i.e., the stimulus can come 
from internal as well as external 
sources. Time always hangs heavy on 
the hands of those waiting for the 


millennium and money is pressing for | 


investment; note the pronounced 
strength of utilities in recent weeks. 
In other words, capital eventually may 
take heart from the fact that its worst 
fears have not materialized. 
Thus, this is a good time to think 
(ConTINUVED On PAGE 62) 
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LIBERAL YIELDS 


From Long-Term Dividend Payers 


25 Common Stocks That Have Paid 
Dividends Every Quarter for 42 to 89 Years 


If your primary investment objective is steady, liberal dividend income com- 
bined with long-term capital —— you'll find some sound and attractive 
investment o unities in FINANCIAL WORLD’s new study of LONG-TERM 
DIVIDEND PAYERS. The list oo rl 25 common stocks that have PAID 
DIVIDENDS EVERY QUARTER FOR THE PAST 42 to 89 YEARS. Quality 
considered, yields are extremely liberal co of? to current average yields, 
19 indicated returns ranging from 3% to 6.7 of these selected issues 2] 
are accorded top-quality ratings, from “B--" to “A +", by FINANCIAL WORLD 
“INDEPENDENT APPRAISALS”. 


$7 VALUE FOR ONLY $5 
Save $2 on New Get-Acquainted Offer 


If at want better values from your investment dollars return this “ad” with 
next 18 weekly copies of FINANCIAL WORLD | $7 Value for $5), and receive also 
MLIBERAL YIELDS Irons LONG-TERM DIVIDEND PAYERS”; : "12 Utility Stocks in Position 
ts ty 7. Higher Dividends”; “20 Companies With Stock it or ‘Stock Dividend Possibilities’, 
Diversified leccctene am ad nt You Monthly Income", in — be 
neat four copies valuable “IN RAISALS of Listed Stocks’. Besides 
poperts on 3 onl  g+y—y this swat heh stock guide gives our EXPERT rT RATING 
on on so you can reach wiser decisions as to new purchases and whether to 
SEACH STOCK so you ‘can ree 


Or return “ad” with $20 for year’s subscription ($11 for six months) for 


commeste 4-PART Investment Service, including extras offered above, PLUS free copy newly- 
ished Annual $5 ‘STOCK FACTOGRAPH" MANUAL (4let Edition) to make you « better 
Fodee of relative stock values. We really —. investore get bigger values from their invest - 
ment dollars. A trial will convince you. I Your Money Back In 36 Days if mot satisfied. 


FINANCIAL WORLD 


53 Years of Service to Investors 


86-F8 Trinity Place New York 6, N. Y. 








New Mergers Build Assets for 


Security National Bank of Huntington 


(fermerly First Suffolk Nationa! Bank) 
An Active Fast Growth Stock 


(Quoted daily in leading New York newspapers) 


Merger of First Suffolk Nat'l Bank of Huntington, L. L., N. Y., The Bank 
of Northern Brookhaven, Port Jefferson, and the South Bay Nat'l Bank 
of Center Moriches gives Security Nat'l resources of $98 million... 
a gain of over $53 million in less than a year At the beginning of 
1955, there were 4 banking offices. Now Security Nat'l has 12 Long 
Island banking offices in 

Lindenhurst istip 


entinaion Eos 
Amityy Coster Meriehes Port Jeflerson Rocky Point 
Babylon East Northport Northport Port Jeflerson Sto 


Security Nat’l, Long Island’s 3rd largest bank, is growing fast with 
Suffolk County whose population increased 40% in 4% years while 
its manufacturing plants jumped from 327 at end of 1953 to 710 Aug 
1, 19565. 


An investment of $1000 in 1940 in the stock of Franklin Nat'l Bank, 
Franklin Square, L. L, with stock dividends and stock splits retained, 
is now worth close to a quarter of a million dollars. Security Nat'l 
should offer another opportunity for large capital gains. 


Security Nat'l is shortly expected to reward stockholders handsomely 
. also other mergers probable ... greatly increased advertising 
and promotion program planned for 1956. 


SEND FOR OUR NEW REPORT 
GENERAL INVESTING CORP. 


£0 Well St., New York 5, MN. Y. ° BOwling Green ¢-1600 











What's 


ahead in 1956! 


AP Forecast 
} rm for Stocks 
AY) and Bonds 


JUST OFF THE PRESS! 


Face election year uncer. 

tainties with confidence. 

Be guided on profitable 
invesement moves by the latest 
research of 4 ¥~ whose expe- 
rience spans 12 previous presi 
dential campaigns, Send for 
“Babson'’s 1956 Forecast for 
Stocks and Bonds.” It can be 
worth thousands of dollars to 
you, Use it to prepare for profits 
and prevent losses in 1956 
Valuable information includes: 


BONUS FOR PROMPTNESS! 
If you reply at once, you also 
gt without extra cost, a Special 
wiletin on the Electronics In- 
dustry with suggested securities 
for purchase. 
SUPPLY §8 LEMITED 
Be one of the first to profit 
from this once-a-year offer, For 
$1, to cover cost of printing and 
mailing, it gives you a sample of 
the unbiased, unhedged advice 
that has built estates for more 
than 50 years. Profit from the 
research and experience of the 
Country's oldest personal invest. 
ment advisory service. Send for 
your copy of our “1956 Forecast” 
toda 


y- 
MAIL $1 WITH THIS AD 
Write Dept. F-43 


BABSON’'S REPORTS 


Me 





. 27. 7s. 








STOCK ANALYSIS 


by HEINZ H. BIEL 





Reaping a Rich Harvest 


Tus has been the grandest year in 
our economic history. All segments 
of the population have shared in this 


| unprecedented prosperity with the 


sole exception of the farmer although 
his plight is relative rather than ab- 
solute. Even the investor who for 


| many of the past 25 years has had 


good reason to feel like an unloved 


| and neglected stepchild has ample 


reason to rejoice for he is reaping a 
rich harvest. 

The stock market, of course, has 
been telling the story of record cor- 
porate earnings and dividends all 


| along but that need not lessen the 


gratification over the fact that ulti- 


| mate results are measuring up fully to 


even the most optimistic expectations. 
With a multitude of companies still to 
be heard from, it is too early for a 


| final appraisal, but there can be no 
| doubt that the great majority of lead- 
| ing investment stocks will pay higher 
: dividends than ever before 


Some investors, while pleased with 
earnings reports and dividend decla- 
rations, are disappointed, if not con- 
cerned, over the stock market's lack 


| of exultation. Of course, there is a lot 


to cheer about, but the cheering was 
done months ago, and the market at 
present is not looking so much at cur- 
rent facts, but at the probabilities of 
the future. 

The President's illness is only one 
factor, but an important one. Rightly 
or wrongly, some investors fear that 
the so-called capitalist may once 
more be relegated to the dog house if 
the Republican Administration should 
be voted out of office a year hence. 
Such a cloud on confidence—and it 
doesn't matter whether you, as an 
individual, agree or not—cannot fail 
to lower the price-earnings ratio of 
common stocks by a notch or two. 

The other factor is the business 


outlook. Based on | 

all the evidence now 

available the out- 77 

look is good, though ~~ 

not brilliant. The © 

1956 Gross National 

Product, a primary 

measure of over-all 

economic activity, may match and 
possibly exceed this year’s average 
estimated at about $386 billion, but 
it is unlikely to top the present peak 
rate of around $392 billion. In other 
words, 1956 should be another excel- 
lent year for business, but it will not 
show anything like the spectacularly 
favorable comparisons with the pre- 
ceding year, such as this year’s gains 
over 1954. 

In some industries profits will be 
squeezed by higher costs on the one 
hand and increasingly keen competi- 
tion on the other. The electrical 
equipment and household appliance 
industry already finds itself in that 
position as evidenced by the poor 
results of Westinghouse Electric and 
the rather unimpressive statement of 
the industry's leader, General Elec- 
tric. The building industry, too, ap- 
pears to face a slowdown next year 
and it is doubtful that the automobile 
industry can duplicate its almost un- 
believable record production of 1955. 

If this is a fair appraisal of the 
economic outlook, one need not be 
surprised at the stock market's pres- 
ent state of hesitation. Even after the 
recent setback, good stocks remain 
quite fully priced in relation to likely 
prospects for the coming year. And 
the formerly strong inclination to an- 
ticipate the economic growth several 
years ahead has been dampened by 
political uncertainties. 

All this does not add up to a pessi- 
mistic prognosis. It merely suggests 
that investors cannot expect an in- 


NO. OF 
% OF COMPANIES 
INDUSTRY GROUP TOTAL IN GROUP 
Oil and Natural Gas 183, 20.6% 22 
Utilities 4 
Steels 
Chemicals 
Metals and Mining 
Railroads 
Automotive 
Tire & Rubber 
Pulp and Paper 
Construction Material, etc 
Electrical and Electronics 
Aircraft Manufacturing 
Retail Trade 
Business Machines 
Miscellaneous 
All other industries 
Total Common Stocks 


LARGEST POSITION 


Standard Oil (N.j.) 
General Public Utilities 


For the Careful Investor 


3h oe 3'/: 


on Persone! Savings, Trost fends, 


raroer 
INSURED SAVINGS 
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Learn How to Increase 
Your Market Profits 


by following TIME-TESTED RULES taught 
in Books Authored by qualified men. 


“HOW TO MAKE , ag pe in COMmMMODI- 
TIES,"’ by W. D. moves Ealerged Edi- 
tioa. 412 be of ‘woted rah ee and 
Illustrated. Price $ 





“4s wae IN WALL STREET—NEW STOCK 
TREND DETECTOR,”’ by W. D. Gann. Latest 
book on stock trading, and forecasting methods. 
213 pages. Price $10. 


“A BETTER WAY TO MAKE MONEY" by 8. H. 
Pugh—Simple and practical plan of investing 

trading in the Stock and Grain Markets, 
well illustrated. 303 pages. Price $7.50. 


“SCIENCE 2 SECRETS OF WHEAT TRAD- 
ING," by B. H. Pugh—A practical and com- 
plete Wheat. Trading oaree in six parts. Every 
step illustrated. Price for complete set, $24.00. 


COMMODITY CHARTS ‘(GANN 
METHOD) — Daily, Weekly, 


Monthly Prices on request. 


(Buclose Remittance With Order) 


Lambert-Gann Publishing Co., Inc. 


295 N.E. 55th Sereet, Miami 37, Florida 














Is TIMING 


important to you? 


Then you owe it to yourself to read 
our weekly stock letter. It calls the 
turns of the market and of individual 
stocks with a precision that no other 
service, to our knowledge, 
tempts. 

You will be pleased the first time we 
pinpoint a top or a bottom for you. 
You will be amazed at how consist- 
ently we keep on doing just that. 

Get ready now for a profitable ad- 
vance this winter. 


4 WEEKS »y Air Mail $1 
GEORGE LINDSAY 

550 FIFTH AVE. NEW YORK 36, W. Y. 

—— 


REPLACE GUESSES 
WITH FACTS! 


We factual pee the effect of 


WANG 5 shilie 


Send $1 for latest R t F-21 coverin 
Present situation or $5 for month's tria 
on prompt refund basis if not satisfied. 


Available to new subscribers only 


LOWRY’S REPORTS, Inc. 
250 Park Ave., New York 17, N. Y. 


even at- 


Publishers 
Price-Chasee Von Tabulation 
Daily releases from New York, Chicago, Los Angeles 








| definite continuation of the phenom- 


enal rise in stock prices which lifted 
the Dow-Jones industrial stock index | 
by 90% in the two years since Sep- | 
tember, 1953. From here on, it seems, 
gains will be modest and even more 
selective, and the list will be quite 
liberally sprinkled with minus signs. 

Many investors, large and small, 
find it difficult to strike a happy me- 
dium of diversification in their stock 


| portfolio and to arrive at an intelligent 


proportionate allocation of funds 
among industries. It may be of inter- 
est, therefore, to see how the oldest 


| and largest mutual fund, Massachu- 


setts Investors Trust, handles the in- 


| vestment of its huge funds which now 


| was divided as shown 


exceed $900 million. I have chosen 
this fund not only because of its size 
and long history, but also because of 
its highly creditable performance over 
a great many years. Consistent with 
its policy, over 98% of Massachusetts 
Investors Trust’s assets is invested in 
common stocks. On September 30, 
1955, the $903 million stock portfolio 
in the table 


| on page 56. 


| restraint 


There are several aspects to this 
huge portfolio which are of interest to 
the investor. First of all, General 
Motors is by far the largest individ- 
ual investment accounting for 4.3% of 
the total. This is, of course, as it 
should be, since General Motors is 
also by far the largest corporation in 
the world. All through the entire list 
there is a concentration on the strong- 
est and best managed corporation in 
the most favorably situated industries. 
Also noteworthy is the comparative 
in the number 
companies represented, a policy not 


| always followed by individual inves- 


| tors who are prone to spread their | 


| holdings all over creation without be- 
| ing able and equipped to follow each 
| situation with adequate care. 


| Advance 


release of Forses columnists’ 


| regular articles—excepting Mr. Lurie’s 


will be airmailed to readers on the day 


| of their writing. Rates on request. 





PRIVATE WIRE 
- TO THE NATION’S 
> INVESTORS 


Your dividend ad- 
vertisement reaches 95.3°/, of 
FORBES’ more than 165,000 
subscribers at home .. . di- 
rect, private and effective cor- 
porate communication. 


of different | 
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For Only $5, You Can 


TRY BARRON’S 
FOR 17 WEEKS 


to help your money grow 


Here is a way to discover, at low cost, how 
Barron's National Business and Financial 
Weekly gives you complete financial and 
investment guidance—the equivalent of 
numerous special services that cost much 
more. A trial subscription—17 weeks for 
only $5— brings you: 

Everything you need to know to help 
you handle your business and investment 
affairs with greater understanding and fore- 
sight . . . the investment implications of cur- 
rent political and economic events, and 
corporate activities ... the perspective you 
must have to anticipate trends and grasp 

profitable investment opportunities . . . the 
te mr of underlying trends, immediate 
outlook, vital news and statistics, which 
indicate real values of securities. Compactly 
edited to conserve your time, yet keep you 
profitably informed. 

No other publication is like Barron's. It 
is the only weekly affiliated with Dow 
Jones, and has full use of Dow Jones’ vast, 
specialize <d information in serving you. 

Try Barron's and see for yourself how 
this complete weekly financial news service 
gives you money-making, protective i: 
formation you need in managing your busi- 
ness and investments wisely, profitably, in 
the eventful weeks ahead. 

Only $5 for 17 weeks’ trial; full year’s 
subscription only $15. Just send this ad 
today with your chec os io tell us to bill you. 

Address: Barron's, 392 Newbury Street, 
Boston 15, Mass. “1115 





Sassen 


TAX PLANNING 
for REAL ESTATE 


shows you how to achieve 
maximum savings on real 
estate—set up transactions 
so taxes on profits never 
exceed 25%! 


The many tax strategies 

available in the ownership, 

management, construction, 
buying, and selling of real estate are pin- 
pointed for you in Lasser’s valuable new 
book which covers the entire real estate 
picture for the first time 


Whether you own, operate in, or advise on 
real estate this wealth of ready-to-use ma- 
terial will enable you to plug those holes 
where taxes drain away profit and income. 
Only $9.95. Send today for your on-approval 
copy. Reinhold Publishing Corp., . 7 
877, 430 Park Ave., New York 22, N. 


HIGH YIELDS 


GROWTH INDUSTRY? 


Winfield & Co. Ine.'s 22 page all new 1955 
edition of Food Chain Companies, avail- 
able for 61.00, reveals several very attrac~ 
tive buys for income or capital gains. 

This 22 page book contains a din 
trends affecting the industry 
future growth, an explanation of why the Food 
Chain industry offers recession ptoot cate 
ings, and a detailed and comparative analysia 
of 12 leading companies, with our epecific hwy 
— mendations 

your copy send $1.00, and your same and 
often TODAY to 
WINFIELD + i co. inc. 

Buses Buiiding Franciase 4, Califernia 


ussion of the 
ur estimate of 








ATOMIC SCIENCE 


MUTUAL FUND 


ATOMIC DEVELOPMENT 
MUTUAL FUND, Ine. 

is designed to provide 
a managed investment 
in a variety of 
companies participating 
in activities resulting 
from Atomic Science. 


GET THE FACTS AND FREE PROSPECTUS 


Atomic Development Securities Co., Inc. 


Dept. F, 1033 THIRTIETH STREET, N. W. 
WASHINGTON 7, D. C. 








Investing in Common 
Stocks for Income 
through 
National Steck Series 


a mutual fund, the primary ob- 
jective of which is to provide an 
investment in a diversified group 
of common stocks selected be- 
cause of their relatively high 
current yield and reasonable ex- 
pectance of its continuance with 
regard to the risk involved. 


Send infermetion feider and prospectus. 
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AbD Cee 


Stote 


City - 


National Securities & 
Research Corporation 
Established 1930 
120 Breedwey, New York 5, New York 
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Let this Research Help You 
to Stock Market Profits 
Just off the Press 
New NOVEMBER Issue of 
GRAPHIC STOCKS—OVER 


1001 CHARTS _ 


Sividenta"”rapatallactione"V 


Order Today for Prompt Delivery 











THE FUNDS 





FUND YIELDS 


Severat readers have written Forses 
asking us to discuss the yield on mu- 
tual funds as compared to yields on 
common stocks. For comparative pur- 
poses the dividend yield on open-end 
mutual funds (price of shares divided 
by annual income) gives the investor 
a concrete figure on his tangible in- 
come return, permits him to contrast 
the money return on different classes 
of funds with the annual return on 
common stocks 

But annual yield from mutual funds 
does not give the whole picture of the 
advantages claimed by these funds 

¢ Achance to share in the economy's 
long-term growth, without excessive 
dependence on any one industry 

® Building of trust funds on install- 
ment, automatic reinvestment of div- 
idends, if desired, and other special 
features 

© Professional 


investment super 


vision 


The investor in mutual funds who 
prefers safety of income and principal 
over speculative or growth features 
would find his requirements in a bal- 
anced fund. Common stock funds, on 
the other hand, put all their chips on 
common stocks, try for capital gains, 
with lesser emphasis on safeguarding 
income and principal. Growth funds 
build their portfolios on expanding 
industries; new industries such as 
electronics or nuclear (atomic) ene 
gy; and the satellite companies sup- 
plying parts, instruments or related 
products on the fringe of these indus- 
tries. Only when all these intrinsic 
differences in aims are kept in mind 
can the annual investment yield on 
mutual fund shares be 
proper focus 

A further complication in figuring 
mutual fund yields is the fact that 
they pay out any capital gains (from 
security profits) each year. The tax- 
payer reports this under the heading 
of long-term capital gains. The max- 
imum rate on these capital gains div- 
idends is 25%. The taxpayer is thus 
enabled to retain from 75% to 90% of 
these capital gains dividends, depend- 
ing on his tax bracket. But basically 
the capital gains dividends are not in- 
come; mest mutual funds encourage 
shareholders to consider them as re- 
turn of capital to be reinvested when- 
ever possible. 


SHIFTING GEARS 
Because of the extraordinary rise in 


some of the growth stocks in the blue 
chip class, the T. Rowe Price Growth 


viewed in 


Fund has sold out high-priced issues 
where the yield was 3% or under. The 
fund now has 19.3% of its assets in 
cash, Government bonds and pre- 
ferred stocks yielding over 3°. These 
will be converted back into growth 
stocks, the fund states, as buying op- 
portunities arise 


RESISTANCE 


Contrary to the sharp downtrend in 
the stock market on September 26, a 
specialized mutual fund trading in 
commodities rather than securities 
made its biggest gain in net assets 
during that period. Futures, Inc., the 
commodity fund, gained in net assets 
from $3.25 in January, 1955, to $3.75 
(13%) on September 23; between Sep- 
tember 26 and October 39 it advanced 
to $4.43 (17°). Gain in net assets for 
9 months was 26°; , against an advance 
of 8% in the DJ industrials. 


VUCLEAR 


From a standing start with $111,100 
initial cash last April, Science & Nu- 
clear Fund, Philadelphia, reports net 
assets of $713,000 at the end of the 
third quarter. The fund’s portfolio 
consists of 53.1% in stocks of nuclear 
energy companies, 39.9% in related 
scientific companies, 7% in cash. Lat- 
est additions to its portfolio: Bur- 
roughs Corp., Canadian Industries, Du 
Pont of Canada, Aluminium, Ltd., 
Beryllium Corp., Corning Glass, In- 
ternational Business Machines 
Zenith 

ERGS FUND 

A NEW approach to investment in the 
power field is provided by Energy 
Fund shares sponsored by Ralph E 
Samuels & Co. of New York and reg- 
istered last month with SEC. Its 
Portfolio will contain stocks in con- 
ventional energy companies, oil, nat- 
ural gas, electric utilities, whose plans 
will bring them into new energy fields 
as these new forms of power come 
into common use. Energy Fund 
charges no loading charge. Its initial 
portfolio includes holdings in Royal 
Dutch Petroleum, Tide Water Asso- 
ciated Oil, Babcock & Wilcox, Gen- 
eral Electric, Newport News Ship- 
building, United Aircraft, Florida 
Power & Light, Algom Uranium 
Mines, Ltd., Gunnar Mines, Ltd., Mag- 
ma Copper, O’Okiep Copper Co. 


ADDITION & SUBTRACTION 


Fundamental investors third quart- 
er portfolio purchases included Royal 
Dutch Petroleum, ACF Industries; 
sales: American Airlines, Brooklyn 


and 
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Air Freight 
Potentials 


Our recent BON- 
DEX Weekly Bul- 
letins analyze back- 
ground and poten- 
tials of Air Freight 
field. This division 
of airlines’ business may grow more 
rapidly than any other over next 
few years. Included is Review of 
Seaboard & Western Airlines. 


These BONDEX letters also give 
appraisal of short, intermediate and 
long term trends of stock market. 
Also you will receive the next 4 
Weekly BONDEX Bulletins (avail- 
able by subscription only). Send 
$3 to: 


JOHN H. LEWIS & CO. 


Members New York Stock Exchange 
43 Wall Street New York 5, WN. Y. 











new product digest 


The monthly magazine for ex- 
ecutives with a professional or 
career interest in creating, fi- 
nancing, manufacturing and 
marketing new products. 


Authorize us to bill you $10.00 
for annual subscription or send 
one dollar for single copy. 


New Product Digest, 
Dept. B 27 
Box 2052, Austin, Texas. 














yy — 


| Keystone 
Custodian Funds 


BOND, PREFERRED AND 
COMMON STOCK FUNDS 





The Keystone Company 

30 Congress Street, Boston 9, Mase. 
Please send me prospectuses describing 

your Organization and the shares of your 
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Union Gas, Dixie Cup, Mission Corp., 
Ohio Oil, Phillips Petroleum, Pure 
Oil, Skelly Oil, Texas Gulf Sulphur, 
Westinghouse Electric. 

Keystone Common Stock Fund added 
Caterpillar Tractor, Coca-Cola, Her- 
cules Powder, Scott Paper, Sears- 
Roebuck; sold Amerada, Borden Co., 
General Foods, Parke Davis, West- 
inghouse. 

Massachusetts Investors Trust. Major 
third quarter portfolio changes: Pur- 
chased Armco Steel, Boeing Air- 


plane, Southern Railway, U.S. Steel, 
| Singer 


Manufacturing; sold B. F. 
Goodrich, Goodyear Tire & Rubber, 
Seaboard Airline, International Har- 
vester 

Shareholders’ Trust of Boston. Third 
quarter portfolio changes included 
purchases of Kaiser Aluminum pfd., 
Pacific Gas & Electric, Texas Utilities, 
Transamerica Corp; sales of Seaboard 
Finance pfd., Kaiser Aluminum com- 
mon; Niagara Mohawk Power, Sperry 
Rand. 


READERS SAY 


(CONTINUED FROM PAGE 9) 


Lost Reader 
Sm: Your magazine eulogizes certain 


business leaders too much and gives long | 


articles about certain corporations which 
may be interesting but are too much for 
a very busy person to read. This is my 
reason for not renewing my subscription. 

—Harora Onn 
Los Angeles. 


Report from Reynolds 

orm I appreciate the way you pre- 
sented “Reynolds Wrap-Up” [Fonrses, 
Sept. 15}. Trying to create a short, bal- 
anced article involving the history, the 


business and the prospects is a difficult | 


task. I think you have handled it well. 
—R. S. Reynorps, Jr., 
President, 
Reynolds Metals Co. 
Richmond, Va. 


Electronic Message 

Sm: Your article on Western Union 
[Forses, Aug. 1] states: “Western Union's 
Desk-Fax, ‘the electronic messenger,’ 
sends and receives telegrams in picture 
form at the push of a button.” 

The statement may create confusion in 
the minds of some readers. “Electronic 
Messenger” is the trade mark for our 
own facsimile equipment, which also 
transmits office data from place to place 
but is different from Western Union's. 
Their Desk-Fax handles copy of telegram 
size; our Electronic Messenger handles 
all copy up to 8% by 14 inches. More- 
over, our Electronic Messenger receives 
copy continuously, whereas Desk-Fax 
users must place recording paper on the 
drum for each single transmission. 

Casrrn M. Bowen, 
General Manager, 
Air Associates, Inc. 
Teterboro, N. J. 





THE “BULL” | 
GROWS OLD 


sand with advancing years, isn't it only 
natural that he will lose some of his vig- 
With the bull market in its seventh 
ear many stocks have already reached 
heir ng-term objectives 

ave prepared a carefully thought 
isal of the market situation as 

which discusses 
amd gives long term 


ng term ob 
elling ad- 
» lint of 425 stocks. This valuable 
yurs without extra 

be to a 


4 “Mita $3 


SEAMANS-BLAKE, Inc. 


343 SOUTH DEARBORN STREET 
CHICAGO 4, ILLINOIS 


cost when 











GRAIN 
TRADING 


Get specific trade advices twice each 
week. Get special buy-sell bulletins. 
Get the weekly Commodity Letter with 
background analysis to show how we 
arrived at our specify 
tions 


recommenda 


All For $1 
including 4 Issues 


See Commodity Advisor's profit record 
now-—we will send you our complete 
trading record for 1954 and 6 months 
1955. Learn why many people are mov 
ing investments inte the grain market. 


Send $1 for Offer DD-25 


THE COMMODITY ADVISOR 
333 N. Michigen, Rm. 528 
Chicege |, ilinois 

















| Commodities . . 
| service 
| will be sent free on request. 





Making Profits in 
STOCKS 
by POINT and FIGURE technique 


| This method of market analysis builds your 


independent judgment in helping to select 


| the right stocks at the right time. Widely 


used by professional traders and investors 


| for Making Market Profits—and Keeping 


FREE ON REQUEST 


Literature on Figure Charts of Stocks and 
. @ daily price change 
. and instruction material. All 
Just write 
for Portfolio F-21. 
MORGAN, ROGERS & ROBERTS, Inc. 
64 Wall Street © New York 6, N. Y. 








CONTINENTAL 
Cc CAN COMPANY, Inc. 


A regular quarterly dividend of seventy- 
five cents (764) per share on the com- 


mon stock of this Com y has been 
declared payable Decem 15, "tbe, le 
stockholders of record at the close of 
business November 26, 1966. 


LOREN BR. DODGON, Secretary 











New 1956 FORBES Manual Selects 


85 BEST-GROWTH STOCKS 


So that you may learn which growth stocks to buy, which to avoid at this critical stage of the current bull 
market, we ore rushing to completion the 1956 edition of the FORBES "GROWTH STOCK GUIDE.” 


No guarantees, of course, but on the strength of our record of the past 5 years, we'd say that if you had to 
choose just one source of investment guidance for 1956, you'd be wise in choosing this FORBES Guide. 


For this 225-page manual covers the subject from "A to Z" ... tells you which growth stocks to buy for 
retirement, for children's college funds, for estate planning, for virtually any of your long-range goals which 
will some day require an unusually large amount of capital. 





10 YEAR RECORDS PROFITS! 


Each of the 85 growth stocks selected is analyzed in detail with a 10-year com- 
porative record of sales, earnings, dividends and price-range. Each company’s financial 
position is checked, management rated, industry position and activities surveyed, growth 
factors fully revealed and appraised in terms of capital-gain potential. 


Not a single one of the 85 growth stocks 
recommended in last year's Guide failed 
to register some goins . . . 23 stocks 
split... 3 were involved in mergers . . . 
33 of the 85 stocks gained anywhere from 


51% to 252%. 


Reynolds Metals 

Kaiser Al. & Chem...... 
Schering 

Rayonier 

Smith, Kline, French 


The 1956 FORBES "GROWTH STOCK GUIDE” pinpoints the industries which ore 
expanding 3, 4 and & times faster than our national overage . . 
issue traded on the major exchanges and selects the @5 best . . . will help you concentrate 


your investments in companies with the greatest port of their full development still 
before them. 


. sereens every growth 


WHICH TO BUY—WHICH TO AYOID 


Within the past 10 years, ony number of growth stocks have appreciated 400°%/, ond 
600°, (many of the Chemicals, the Oils, the TV-Electronic, the Food stocks) . . . proof 
beyond « doubt thot the systematic purchase of the right growth stocks is your bes?, 
your safest means to financial independence 


Victor Chemical 
Visking Corp. .......... 
Aluminium 


Monsanto Chem. 

But if you're past 45, possibly 10 to 15 years away from retirement, you can't afford 
to waste your time and money on the wrong stocks! Many stocks today, although 
properly called “growth stocks,” are near or ore at the tail-end of their most dynamic 
growth phases. Others, although well below their 1955 highs, are still too overpriced 
and should be sold. 


eee 
Radio Corp. 


If you're foresighted, you'll avoid the obvious seek out the companies with Travelers ins. 
young ideas, seriously consider the once obscure companies which, through recent 
mergers and acquisitions, have gained accelerated growth trends which have not yet 


been discounted by the general public. 


SAVE $5.00 
MONEY BACK IN 10 DAYS IF NOT SATISFIED 


Send for a copy of the 1956 FORBES "GROWTH STOCK GUIDE.” It will help you 
invest your money in the right stocks. You'll refer to it many, many times throughout the Paper 
coming year, will want to check your current holdings against its + dations. Minn.-Honeywell 
And, becouse you ore o FORBES reader, you are eligible for our special pre-publication Goodyear Tire 
Hugoton Production 


offer which saves you $5.00 on the regular price $10 instead of $15... your money 
bock in 10 days if not completely sotished. Owens-Cor.-Fibergl. 














ORDER NOW AND SAVE $5.00 


investors Advisory institute, inc. 
Subsidiary of 8. C. Forbes & Sons 
80 Fifth Avenue, New York 11, N.Y. 


SUPPLY 
LIMITED 


bad Enclosed is $10. Please send me on publication the new 1956 FORBES 
“GROWTH STOCK GUIDE” which regularly sells for $15. If | am not satisfied, 
ORDER | may return it within 10 days for full refund. (Add 3%, Sales Tox on N.Y.C. orders.) 


YOUR COPY NAME. . 
TODAY 


ADORESS... 


cirYy.. 
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MARKET COMMENT — 


ge ge ee ee ee ew ewe ee eee ee 


ape cece . LOW-PRICED STOCKS for 
> h divi- | 
ical pie 4, 5 oe nd SPECIAL-SITUATION GAINS 
sidiary results are not consolidated There are about 900 low stocks (under $10) actively traded 


‘ : on the leading exchanges of the U.S. and Canada. Your profit possi- 
in the income wip a ds ee $2.50, ' bilities in chews 750 of these look ayer gh ee te us. But we believe that 
j stoc ore ap- you can make profits in about 150 these 900 stocks from now on. 
this stock appesse to hirty~a P But more than that. Out of the 150 we have selected 7 Low-Priced 
peal now than it has had for some Stocks (from $1 to $9) for al-Situation Gains in whici: we believe 
time t ou can make something like the profits scored in many of today's 

ime past. : | higher-priced stocks which originally = for oo $10 (Minneapolie- 
Dixie Cup (51) is off about 21% |, Honeywell from 19 to 70 since 1949, Magma ne Copper from 13 to 122 
nee | 


from the April top of 64%. This maker Se "9é0, Coneral enna Hopes © te sedniied: 


of disposable cups and paper contain- | NOW — FOR IMMEDIATE PURCHASE — 7 LOW-PRICED 
ers is a real “growth” company, as the / STOCKS (FROM $1 TO $9) FOR 


statistical record over a period of 


years accurately attests. Allowing for SPECIAL-SITUATION GAINS 


a seasonally poorer fourth quarter, STOCK wa" is in the all pital rocket end guided missile held. 
— / t has all the earmar another Sperry Corp. (fram 11 te 06 
Dixie Cup should earn errant $4.50 since 1949). Ite Car ques la outstene3s- Sales this year 
a « is in one recent month alone epproache $1.0 million os. only 
a share this year. Thus the stock now $3.1 million in all of 1954. Stockh “A” looks like « $27 stoch. 
is selling at about 11% times —— STOCK “:B” looks to be another Yanadium Corp. (from 8 to 47 
thich i ice- i ratio fo | since 1949). tina ‘hot dian opportunity with 
which ~ a low pews earnings ratio . « four-way profit potential. it thy just negotiated one of the 
a real growth issue. | most "Thin tn defintely we ae of with a major U. 8. com- 
Pr . t th | o 
Trans World Airlines (23) is off cons. ek on GO medion Ly dy oT guealiaellas 
35% from the June high of 35 Wy. It } are "Cr te. - a oo company tenaiing yom bis projects. 
. 4 as tan ching. lt is an outetan 
is down somewhat more than other example of. anew development in an old company. Stock 
airlines, partly because it is a more "* sells for about $1.2 would not be surprised to see it 


. . . double in price, and perhaps soon. 
speculative security and generally is 
regarded as possessing higher lever- GET THIS SPECIAL-SITUATION REPORT, NOW! 
age. Reported earnings this year will o-oo —— — ONLY $1.00 — — — — — 
not be far from $3 a share with cash IL vous $8 wit ee —_— 
earnings definitely higher. New capi- LOW- Price STOCKS’ FOR SPECIAL- SITUATION Gains” ; (2) Our 


4 Supervised List of Recommended Issues for Novernber; (3) The next 
tal requirements (additional and more Sitanae of ce want th 




















Spear Market Letter, with our pik 2B. market 


selew 


modern planes) no doubt will prevent position, rows group studies, and definite buying and selling advice on 
cash dividends for an extended period. 


Incidentally, all of these airlines are | SPEAR & STAFF, INC. 


off a lot from the tops. The new wave Babson Park 57 


, Mess 

of buying in transports seems to have Fill Out and Mall Today — TIME 1S IMPORTANT 

hurt them marketwise, while it has Yes — for only $1 please rush me your new Report on "7 Low-Priced Stocks for 
helped Lockheed, Douglas and Boeing the Spear Market Letter, plus Spear't pty Ci tot Reoqunmentod 
marketwise. For those who are willing Stocks -— ail at absolutely no extra cost. (This offer open to new readers only.) 
to be patient, and buy values in a Name 

“growth” industry, the air transport Street 

shares are beginning to look interest- City Zone Btate E.1 
ing. Eastern Air Lines, because of the | Ct eee Ae a ae cl le ll lt al a 
seasonal factor, may have more im- | 
mediate appeal than most of the other | :’ 

airlines. But on the basis of earnings, SAVINGS 
Delta may be one of the cheapest ACCOUNTS 


airlines stocks. : EARN | Pp H E L Pp S D ©] D G E 


Westinghouse Electric (54) is down | : current rate-per annum ; 
35°, from the year’s high of 83%. | : Paid Quarterly on Multiples of $100 : CORPORATION 
This goes a long way to discount the | : FUNDS RECEIVED BY THE ; a hon i 
fact that 1965 has been a diaappointing | ; 1ST EARN PROM THE 1ST. e Board of Directors has de- 
year for this second largest electrical FIRS clared a fourth-quarter dividend of 
equipment maker, The stock may be WESTE R N SAVINGS Seventy-five Cents (75¢) per share, 
slow, and may meet some more tax ANI AN A ATION payable December 9, 1955 to stock- 
selling, but some day the investor holders of record November 18, 
may ask himself why he did not buy 116 N Third St - Las Vegas, Nevada 1955; also a year-end extra divi- 
it when it was so completely lacking peyton, rresicent dend of One Dollar and Thirty Cents 
in friends among the institutional in- WL. vee! SUPSREE es ($1.30) per share payable January 
vestors. 


Regarding the failure of Bethlehem . “FORECASTING STOCK MARKET — ay FOS 90 EMER e FO8ere 
Steel to declare an extra dividend, or oy MOVEMENTS i December 16, 1955. 
do anything else special, at the Octo- | 57, "orscastme met +* - ail, So : This makes total dividends de- 
ing t right time | 


a stock prices are oom pans pommne by mail 

r j j methods are successful in signa | ‘ 

meeting, it should be remembered | f<thots ors wind hae pradeced’ sokeamel | | clored in 1955 of Four Dollars 
that this company usually declares | profits. They show how to forecast the longer 


its extra dividends in January ratl r enaes A how = — money. The - ($4.00) per $12.50 par value share. 

profite are made in onger movements or 
than in October. On a cash-flow basis, | price and details write 7 M. W. URQUHART, 
Bethlehem Steel may earn $25 to $28 ~ 


Box 5505, GeOn, Sbctropetbiem Saation Treosurer. 
a share this year against reported Les Angetes 86, Californie November 3, 1955 


earnings of perhaps $17. (Not an Advisory Service) 
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AREA RESOURCES 800K 
suploins why area we serve offers 
Nemendous oppertunity te industry 
Write for tree copy 
?. ©. Box 899, Dept W. Solt Lake City 10, Uteh 


UTAH POWER 


& Licht co. 


Just Released! 
ANNUAL 


1 9 5 6 GRAPHIC 
FORECASTS 


Our 38th Year of Forecasting! 


e STOCKS $ Each 
« COMMODITIES 100== 
e with monthly supplement 


Prove it te yourself; 1956 


cost to new "O6 subscribers! Send check now to 


D. GANN Research, Inc. | 


JOSEPH L. LEDERER, President 
Box 656, Scarsdale, N. Y. 


STOP-LOSS ORDER: 
SCIENTIFIC PROTECTION 
FOR COMMODITY TRADERS 


Not only do the weekly bulletins and special 
telegrams of Commodity Trend Service keep 
you informed on every futures market in 
both the | 5S. and Canada, each trading 
recommendation also advises the exact price 
at which stop-loss orders should be placed 
Can you afford to be without this ‘‘In- 
surance Policy’? Send for copies of cur- 
rent bulletins, free on request. 


Commodity Trend Service 
136-31 Roosevelt Avenue, 
Flushing 54 (N. Y. C.) N. Y. 

Tel.: INdependence |-7779 


‘UP 20,700%" 


Yes, 4 








period, RKO. WARRANTS 


une 12 ¥ibe 00 gain, fnew: 


. Tri ‘Continental ‘and 
hae ~ *-™®, rises. WA RRANTS 
end further than any other type 
of security 


if you are iter aprrttas canta 
appreciation, be sure to 
“THE SPECULATIVE MERITS 
OF COMMON STOCK WARRANTS” 
by Sidney Fried 
Ut discusses Warrants in thetr different _ 
explores avenues ¢ pur- 
chase and Gescribes current opportunities 
m Warrants 
For your copy send $2 te the publishers, 
a. 4. iM. Gpanctetes, Dept. F, 220 Fifth Ave- 
ww. Y. send for tree de- 





Forecect FREE of extra | 











INVESTMENT POINTERS 


(Continued From pace 53) 





ing an estimated 239 billion cubic feet 
gas reserve in Texas; Industrial Gas 
Supply, transmitting and selling gas 
in the Houston, Tex., area; and a 
Canadian subsidiary. The company 
is believed to own around 15% of the 
common stock of Transcontinental 
Line Corp. and 7.2% of 
Tennessee Gas Transmission common. 
Capitalization consists of $2,540,000 
funded debt and 2,104,000 shares. On 
June 30th last, the net working capi- 
tal amounted to $13 million, but, in 
addition, the company had market- 
able securities amounting to $37 mil- 
lion (of which unrealized profits 
amounted to around $30 million). The 
stock 


for some 


Gas 


Pipe 


has moved in a narrow 
time. Since 1952, the high 
30% and the low 21%. It is 
now around 30, and has been paying 
an annual dividend of $2 since 1949 
While I do not foresee anything spec- 
tacular in connection with the stock, it 
represents substantial value and pro- 
vides a satisfactory return. I think 
patient holders will realize a nice 
profit on this stock, even if it is a 
slow 


range 


has been 


mover 


THE MARKET OUTLOOK 


(CONTINUED FROM PAGE 55) 





in terms of the better situated issues 
that have been depressed by tax sell- 
ing but which nevertheless have basic 
merit for a year-end rally. A selected 
list of attractive issues is given below 


Admiral 
Allis Chalmers 
American Airlines 
American Radiator 
Anaconda 
Blaw Knox 
E. W. Bliss 
Carrier 
Celanese 
Climax Molybdenum 
Columbia Broadcasting 
International Harvester 
McGrow Electric 
Merck 
National Distillers 
Northern Pacific 
Victor Chemical 
Westinghouse Air Brake 
Westinghouse Electric 
Worthin jton 


Advance release of Fonrses columnists’ 
regular articles, excepting Mr. Lurie’s, 
will be airmailed to readers on the day 
of their writing. Rates on request 


your CAPITAL... 


LAW OF WILLS $1 


0) Cheek here for 96-page book by attorney 
Parnell Callahan. Shows why aad hew every 
person should make « will, Hew te protect 
safeguard your ESTATE 
. Executors, Probate, Taxes, ete. ete. 


oO LAW OF INHERITANCE 
Whe may Inherit? Effect of Divorce, Taxes 


| (LAW OF REAL ESTATE 
| Whe May Contract’—Title & Ownership, etc 


C) LAW OF LANDLORD & TENANT $1.00 


| Leases — Eviction — Rent Control, ete. 


(J LAW OF BUSINESS 
Partnership & Stockholder 
C) SOCIAL SECURITY 
State Lawse—t nemploy ment 
EACH POCKET-SIZE 
PAGES) CONTAINS 
STATES. 


Agreements, ete. 


Insurance, 
BOOK (6 te 
LAWS OF ALL 
AUTHENTIC, COMPLETE 
Single copies $1 ea. ALL 6 TITLES, $5 
15-day money-back guarantee. No C.OD 
OCEANA PUBLICATIONS, Desk |-26 
43 Weet 16th Street, New York 11, 8. Y 





$/D REPORTS 


20th Yeor 
Learn now the expected pattern for 
the market, which stocks are prefer- 
ence-merit and to what indicated 
price objective (up or down), each 
stock is headed. 


NO SERVICE LIKE $/D REPORTS 


Send $1.00 now for next two weekly 
and sample monthly editions. Check 
your stocks. Be prepared for the next 
BUY or SELL positions, per stock 


HENRY WHEELER CHASE 


Economic-Price Adviser 


GREENWICH CONNECTICUT 











ONLY $1,000 


invested in Lincoln National 
Life insurance in 1943 is 


NOW WORTH $65,000 


SPECIAL OFFER:—new readers only 


1) Re #42—"A Life Insurance Stock 
to Buy NOW!" 


2) Our Current Bulletin as a Bonus 
3) A copy of the dynamic new book— 
"HOW TO TAKE A FORTUNE OUT OF 
WALL STREET’ By J. A. Lempenau 
ALL FOR ONLY $3.00 


THE INCOME BUILDER 


RIVER EDGE . NEW JERSEY 

















STANDARD OIL COMPANY 
(INCORPORATED In NEW JERSEY) 
The Board of Directors 
has declared a 
Cash Dividend on the capital stock of 
$1.50 per share on Novem- 
ber 3, 1955. This dividend 
is payable on December 10, 
1955, to stockholders of 
record at the close of busi- 
ness on November 14, 1955. 
30 Rockefeller Plaza, New York 20, N. ¥. 
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NATIONAL DSSTRLERS 


PRODUCTS 
CORPORATION 





OIVIDEND NOTICE 


The Boord of Directors has de- 
dored a quarterly dividend of 
25c per shore on the outstanding 
Common Stock, payable on De- 
cember 1, 1955, to stockholders 
of record on November 10, 1955. 
The tronsfer books will not close. 


PAUL C. JAMESON 
October 28, 1955 Treasurer 














~ Harbison-Walker Refractories 
Company 


October 27, 1955 
Board of Directors has declared for quarter 
ending December 31, 1955 DIVIDEND of 
ONE and ONE-HALF (1° PER 
CENT or $1.50 per share on PREFE 


PrrrssurGcH 


STOCK, payable January 20, 1956 to share- 
holders of record January 5, 1956. 


Also declared a DIVIDEND of 62'4¢ per | 


| 
| 
| 
| 


share on COMMON STOCK, payable De- 
cember 1, 1955 to shareholders of record 
November 10, 1955. 

G. F. Cronmurer, Jr. 

Vice President and Secretary 





Dividend Notice 
E. L. Bruce Company 


The Board of Directors has de- 
clared a quarterly dividend of 
37’ec per share on the Com- 
mon Stock of the Corporation, 
payable on December 9, 1955, to 
stockholders of record as of 
November 14, 1955. 





Memphis, Tennessee 
October 25, 1955 





DETROIT 
STEEL 
CORPORATION 


DIVIDEND NOTICE 
The Boord of Directors, on October 25, 
1955, declared a cash dividend of 
25 cents a share on outstanding com- 
mon stock payable December 15, 1955, 
to stockholders of record at the close 
of business December 1, 1955. 
R. A. YODER 
5 ceca 











C2... 
CAN COMPANY, inc. 
dividend of ninety- 





B TRENDS & TANGENTS 


(CONTINUED FROM PAGE 10) 


Relative status of air and sea car- 


| riers in the battle for the tourist dol- 


lar may be changing. Ship fares are 
expected to go up late in 1956 for the 


| first time since postwar tourism be- 


| came a big industry; air fares may go 


down as jet aircraft, which can carry 

heavier payloads than propeller- 
driven craft, go in service. 
- . o 

Chemical companies, 


_ to electricity, are quietly conceding 
| that long-time utility suppliers West- 
| inghouse, General Electric and Bab- 


PENNSYLVANIA | 


cock & Wilcox have the inside track. 
Monsanto Chemical, in dropping its 


| tie-in with a New England power 


RRED | 


group last month, followed the ex- 
ample of Dow Chemical, which last 


| year pulled out of an atomic power 





study group headed by Detroit Edison. | 


. . 
Solid Gold Cadillac, a phrase sky- | 
rocketed to fame a few seasons back | 


by the hit Broadway play, moved 


closer to realization last week. Cadil- | 
lac customers will be able to order 1956 | 


Eldorados equipped with special gold- 
finished, aluminum-spoked wheels, 
grille, and hub caps. 
» & e 

Powdered milk exporters looked sour 
last month after the Mexican govern- 
ment was reported studying a local 
dairy industry petition to ban pow- 
dered-milk imports. Currently flooded 
with a surplus of liquid milk, Mexican 


dairy groups were looking for a way | 
out, talked of setting up dehydrating | 


plants if the government cooperated. 
= a 


- 
Auto buyers at the beginning of the | 


third quarter had not slackened their 


| use of instalment credit, even though | 
it was an off-season period. Loans to | 


buy new cars totaled $1.6 billion, an 
increase of $54 million over Septem- 
ber a year ago. 
o ou . 
Individual borrowing outran savings 


| by some $500 million during 1955's 
| second quarter, the first time this has 





occurred in five years according to the 


| Securities and Exchange Commission. 


. 7 . 
The more than $1 billion net 


Motors Corp. in 1955 has an interest- 
ing sidelight. Vice President Thomas 
H. Keating, head of G.M.’s Chevrolet 
division, predicted that his division 


alone would do around $# billion in | 
factory sales this year, more than the | 


entire corporation did in any one 


year of peacetime operations until 
1948. 





which once | 
| leaped boldly at the chance to work | 
en the application of nuclear power | 











is the | 
billion in sales predicted for General | 





THE FLINTKOTE COMPANY 


The Board of Directors of The 
Flintkote Company hes today de- 
clared the following dividends: 

A quarterly dividend of $1.00 per 
there hes been declared on the 
$4Cumulative Preferred Stock 
payeble December 15, 1955, to stock- 
holders of record at the close of busi- 
ness December 1, 1955 

A quarterly dividend of $.60 per 
share has been declared on the 
Common Stock payable Decem- 
ber 10, 1955, to stockholders of 
record et the close of business 
November 16, 1055 

A special stock dividend, payable 
in Common Stock of the Com- 
peny, et the rate of 1 share of 
Common Stock for cach 20 
shares outstanding, payable Decem- 
ber 17, 1955, to common stock 
holders of record at the close of 
business November 16, 1955 

CLIFTON W. GREGG, 
Vice-President and Treasurer 
November 2, 1955 








Formerly operating os Delto-C4&$ 


CASH DIVIDEND No. 33 


The Board of Directors of 
Delta Air Lines, Inc. has 
declared a quarterly divi- 
dend of 30c per share on 
the capital stock of the 
company, payable De- 
cember 5 to stockholders 
of record at the close of 
business on November 16. 


Delta Air Lines, inc. 





eo Offices: Atlanta, Ga. 


a 


SOCONY MOBIL 
OIL COMPANY, INC. 
Dividend No. 179 





The Board of Directors on Octo- 
ber 25, 1955, declared a quar 
terly dividend of 50¢ per share 
and an extra dividend of 10¢ 
per share on the outstanding 
capital stock of this Company, 
payable December 10, 1945, w 

kholders of record at the 
close of business November 4, 
1955 











W. D. Bick nam, Secretary 
ania eee 


— — 








Forses, November 15, 1955 
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WMCORPORATED 


Preferred Dividend No. 195 


A dividend of 6242 ¢ per 
share on the $50.00 par 
value 5% cumulative con- 
vertible preferred stock of 
this Corporation has been 
declared payable Decem- 
ber 1, 1955 to stockhold- 
ers of record at close of 
business November 15, 
1955. 


Common Dividend No! 144 


A dividend of $1.00 per 
share on the common 
stock of this Corporation 
has been declared payable 
December 15, 1955 to 
stockholders of record at 
close of business Decem- 
ber 1, 1955. 
C. ALLAN Fee, 
Vice President and Secretary 


October 27, 1955 


of 
4, 1955. The last 
dividend was 75¢ per share paid 


ayment of this dividend on 
vember ist will 








TEXAS PACIFIC COAL AND OIL COMPANY 


ot%e 
* *e 


om 
*e as®” 


At the reguler meeting held October 
26, 1955, the Board Directors declared « 
reguler cash Sessene of 22%) ¢ « share and an 
extra cash dividend of 10¢ « share, both pay- 
able December 5, 1955, to stockholders of record 
at the close of business Newember 16, 1955. 


By R. Seibel, Seeretery 











BOOKLETS 


Valuable booklets are published by 
many concerns and made available 
free to interested businessmen. The 
best of these on matters of wide 
interest are listed as a service to 
Forses readers. Address your re- 
quest, by number, to: Subscriber 
Service Dept., Forses Magazine, 
80 Fifth Avenue, New York 11, N.Y 


416. THOSE LITTLE GOLDEN Lists: Direct 
mail advertising, like television, news- 
papers and magazines, hits the buyer in 
his easy cheir, not at the store counter. 
“Direct mail,” says Lawrence Chait in a 
reprint of an address made to a Uni- 
versity of Illinois management group, 
“reaches housewives and businessmen 
who (always in percentages) open and 
read, remember and can identify, and 
then pass on the one piece of direct mail 
they usually receive each day.” This col- 
orfully illustrated booklet, which ex- 
plains how mailing lists are made up and 
controlled, also describes their use in 
mass, specialized, or high selling “man in 
motion” markets. A readable analysis, 
this booklet should prove to be a strate- 
gic weapon in any well-planned sales 
campaign (10 pages). 


417. TEACHING SALARIES THEN AND NOW 
Bright young people, unfortunately, seek 
out careers in high paying, high prestige 
professions such as law, medicine, and 
business instead of low paying, albeit 
vital, teaching jobs. To stop the sicken- 
ing decline in high-quality instruction, 
Author-Economist Beardsley Rum! has 
an almost too simple solution: pay top 
educators top salaries. Low-paid teach- 
ers, says Ruml, will at least have a high- 
er goal to shoot at. At the same time, 
competent top level personnel will be 
available to solve knotty present-day 
mass education problems. After making 
a statistical comparison between teaching 
and professional-business pay scales cov - 
ering the last 50 years, Rum! concludes 
that higher salaries would cost little, 
achieve much. Crammed almost two- 
thirds full with statistics, this booklet is 
ample proof of the importance and ur- 
gency of Kuml’s program (93 pages) 


418. HEDGING—ITS USES AND ADVANTAGES: 
Many investors who think they know 
their oats in the commodities markets, 
would do well to study Bache & Co.'s 
booklet describing a kind of price risk 
insurance called “hedging” (i.e., taking 
the opposite position in the futures mar- 
ket from that taken in the spot market). 
Thus, if-a buyer of commodities sells 
futures contracts to hedge (or buys fu- 
tures when selling commodities), he can 
offset a loss on une side by a profit on the 
other. Other advantages, says Bache: 1) 
banks loan more money on hedged com- 
modities, 2) long-term commitments can 
be made without carrying large inven- 
tories, and 3) the reduction of risk per- 
mits management to safely operate on a 
smaller profit margin (6 pages) 


MMison 


Che following dividends have 
been declared on the Com- 
mon Stock of Allied Chemical 
& Dye Corporation: 


Quarterly dividend No. 139 
of $.75 per share, payable 
December 9, 1955, to com- 
mon stockholders of record 
at the close of busine’s No- 
vember 10, 1955. 

Special stock dividend at 
the rate of one share of com- 
mon stock for each twent 
shares of common stoc 
outstanding, payable De- 
cember 15, 1955, to com- 
mon stockholders of record 
at the close of business 
November 10, 1955. 


R. F. HANSEN, Secretary 


October 25, 1955. 

















PHILADELPHIA ELECTRIC 
COMPANY 


Div idond ( Notice e 


Dividends of 45 cents « share on 
the COMMON STOCK, end 25 
conte « share on the $1 DIVI. 
DEND PREFERENCE COM. 
MON STOCK for the quarter 
ending December 31, 1955, have 
heen declared payable December 
19, 1955, to stockholders of record 
at the close of business on Novem- 
ber 21, 1955, Checks will be mailed. 
C. WinmER, 
Treasurer 




















corporation f 
460 West 34m &, MY. 1, LY. © 
Notice of 
QUARTERLY CASH DIVIDEND 
10¢ a share 


Payable December |, 1955 
Record date, November 17, 1955 


October 27, 1955 

















| DREWRY 


dividend of forty (40) 

ap per share for the fourth quarter 

of 1008 aco bean dashared on 

ame. Yable December 10, {oss 
at the close 

p fae 1955. 

Orewrys Fe eant S. 5 An. tne, 
Bend, indiene 


v. a5 JEANNERET 
Secret 








ary and Treasurer 





Forses, novemper 15, 1955 





ON THE BOOKSHELF 





Books reviewed in this column are not obtain- 
able from Forbes, but may be purchased from 
your local bookseller or direct from the publisher. 


FUNDAMENTALS OF PROFESSIONAL 
Manacement. By John G. Glover. 
Republic Book Company. $6.50. 


Here is a book for the executive who 
has mastered his ABC’s in manage- 
ment and is ready to move into the 
more advanced realm of managerial 
techniques. Professor Glover, who is 
Acting Chairman of the Management 
Department of New York Univer- 
sity’s School of Commerce, has writ- 
ten a complete, practical high-level 
book which tackles almost every area 
of the modern executive's operations. 
Ranging from management research 
to fundamentals of automation, Glo- 
ver shows how the job of the modern 
day businessman now covers an area 
so wide, so diverse, that it would 
frighten even the versatile bucca- 
neers of the turn of the century. If 
this book makes one significant point, 
it is this: Modern management is no 
one-man operation. It takes coordi- 


nated teamwork to run a successful | 


enterprise. For the executive who 
wants to achieve the acme of team 
operations, this book is a must and 
worth a dozen primers, any of which 
can be read at a single sitting. It is 
not for the dilettantes who want to 
get to the top in three easy lessons. 


But it does chart the way past the | 


most important pitfalls that befall the 
rising, intelligent executive, to be 
nearer top or bottom of the ladder. 


Waat Makes an Executive? A Round 


Table Report, Eli Ginzberg, Chair- | 
man. Columbia University Press. | 


$3.50. 


As America’s economy continues on | 


the upgrade, it is becoming increas- 


ingly difficult to find the right kind | 


of men to sit in the driver's seat 


Realizing that dry-as-dust “scientific” | 


programs are as wide of the mark as 
hit-and-miss hunches, Columbia's 


Graduate School of Business decided | 


to try a middle way. It got together 


a round table of distinguished leaders | 


in business, government, science, psy - 
chiatry and religion and let them 
hash it out in a series of discussions. 
The result is the next best thing to 
eavesdropping on a serious, down-to- 
earth bull session of tepnotch, sea- 
soned men who know what they are 


talking about and have plenty to say. | 


Forses, novemper 15, 1955 
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THE TEXAS COMPANY 


213th INVESTMENT COMPANY 


Consecutive Dividend OF ILLINOIS 
and Extra Dividend 


] O O TH CONSECUTIVE 
A regular quarterly dividend of DIVIDEND 
ninety cents (90¢) per share and 


an Extra dividend of one dollar A regular quarterly dividend 
and ten cents ($1.10) per share 
on the Capital Stock of the Com- : “ye - sens 

pany have been declared this day, i paid on ooo om cteck 
payable on December 10, 1955, te % December 1, 1955 to stock. 
stockholders of record at the close © holders of record November 
of business on November 4, 1955. B 15, 1955. 

The stock transfer hooks will re- . 
main open. 


of 50 cents a share will be 


This represents a 25 percent 


S, T. Cross.ane hs: increase over the previous 
Piece President @ Treasures = common stock dividend. 

October 28, 1955 ee 

HARRY W. HARTLEY 


View Pres, & Treas. 


Ee October 24, 1955 


se Financing the Consumer through na- 
AMERICAN -Standard | len. wide subsidiaries — principally 
PREFERRED DIVIDEND Ouatte Leen Conperation 
COMMON DIVIDEND Somectic Finenee Corperetion 
A quortesty dividend of $1.75 share Loan Service Corporation 
on the Preferred Stock has de- Obie Finance Company 
preety me ao wy 1, 1955 be | Generel Public Loan 
stockholders rec at the close 
foul on N. b 23, 1955. Corporation 
A quarterly dividend of 35 cents per 
share on the Common Stock has been : 
declared, payable December 15, 1955 — 








of record at the close 


ber 23, 1955. Air REDUCTION 


Company Incorporated 


GED 154% CONSECUTIVE 


COMMON STOCK DIVIDEND 
AMERICAN & FOREIGN POWER The Board of Directors has declared a 
COMPANY INC. regular quarterly dividend of 45¢ per 


Fwo RECTOR STREST, BEW YORE 6. 8.1 hare on the Common Stock of the 
‘ Company, payable on December 5, 1955 
COMMON DIVIDEND to holders of record on November 14 
The Board of Directors of the Company, L925, QRS Che nteeEED ORES QueP 
terly dividend of $1.125 per share on 
at a meeting held this day, declared a the 4.50% ¢ tative Preferred Stock 
quarterly dividend of 15 cents per share — 7 ee eee 
1951 Series, of the Company, payable on 
and a year-end dividend of 15 cents per D oe a 8 ae hell ‘ ' 
. re ie ’ > sob , cnet 
share on the Common Stock for payment te a 13 1085 oo 
December 9, 1955, to the stockholders of - ‘penn 
record November 10, 1955. October 26, 1955 
H. W. BALCOOYEN, r. 5. O' Baten, Secretary 
October 28, 1955 Vice President and Secretary - 
































> a ee — a 
Common and Preferred Dividend Notice 
October 26, 1955 
The Board of Directors of the Company has declared 
the following quarterly dividends, all payable on De 


cember 1, 1955, to stockholders of record at close of 
business November 4, 1955: 





Amount 
Security per Share 


Preferred Stock, 5.50°/, First Preferred Series $1.37 
Preferred Stock, 5.00°/, Series $1.25 
Preferred Stock, 4.75°/, Convertible Series $1.18% 
Preferred Stock, 4.50°/, Convertible Series $1.12 
Common Stock .... $0.35 


OY tip —geweveS * 
-' 4 


* Secretary 


Tr (AS EASTERN OC) Zoremmssion Coysoralion 


SwREVEPORYT, LOUISIANA 












































THOUGHTS 
ON THE 





Faith is the backbone of the social 
and the foundation of the commer- 
cial fabric; remove faith between 
man and man, and society and com- 
merce fall to pieces. There is not a 
happy home on earth but stands on 
faith; our heads are pillowed or it, 
we sleep at night in its arms with 
greater security for the safety of our 
lives, peace, and prosperity than bolts 
and bars can give.—Tuomas GuTurie 


The danger to America is not in 
the direction of the failure to main- 
tain its economic position, but in the 
direction of the failure to maintain 
its ideals. —Carvin Cooimce 


Man is not the creature of circum- 
stances, circumstances are the crea- 
tures of man. We are free agents, 
and man is more powerful than mat- 
ter —BEACONSFIELD 


Therefore when we build let us 
think that we build forever, Let it 
not be for present delight nor present 
use alone. Let it be such work as our 
descendants will thank us for—and 
let us think as we lay stone on stone, 
that a time is to come when those 
stones will be held sacred because 
our hands have touched them, and 
that men will say as they look upon 
the labor and the wrought substance 
of them, “See! This, our Fathers did 
for us.” ~Joun RusKIN 


In this world the one thing su- 
premely worth having is the oppor- 
tunity to do well and worthily a piece 
of work of vital consequence to the 
welfare of mankind. 

—Tueopore Rooseve ct 


Goodwill for a business is built by 
good goods, service and truthful ad- 
vertising. —E. R. Warre. 


A talent can be cultivated in tran- 
quillity; a character only in the rush- 
ing stream of life. —GOrTHE. 


Man must work, That is certain 
as the sun. But he may work grudg- 
ingly or he may work gratefully; he 
may work as a man or he may work 
as a machine. There is no work so 
rude that he may not exalt it; no 
work so impassive that he may not 
breathe a soul into it; no work so 
dull that he may not enliven it. 

—~Henry Gries 


BUSINESS OF LIFE 


It is worthy of special remark that 
when we are not too anxious about 
happiness and unhappiness, but de- 
vote ourselves to the strict and un- 
sparing performance of duty, then 
happiness comes of itself. 

Witwetm von Humso.pt 

Success or failure in business is 
caused more by mental attitude even 
than by mental capacities. 

Water Ditt Scorr 


B.C, FORBES: 


The man who has not struggled 
with difficulty after difficulty 
cannot know the joy of genuine 
Face them and fight 
your way over them. There is 
more satisfaction in putting 
forth effort than in gloating over 
easily-won profits. The rungs in 
the ladder of success are com- 


success 





posed of difficulties. It is harder 
to climb than to stroll along 
level road or dawdle down hill 
But every man who wants to 
rise above the level of the beast 
desires to ascend, not descend. 
Difficulties are stepping-stones 
leading to the top. Therefore, 
do not dodge them, do not run 
away from them. 


Consider carefully before you say 
a hard word to a man, but never let 
a chance to say a good one go by 
Praise judiciously bestowed is money 
invested Georce Horace Lorimer 

I am more of a sponge than an 

I absorb ideas from every 
I take half-matured schemes 
for mechanical development and make 
them practical. I am a sort of a mid- 
dleman between the long-haired and 
impractical inventor and the hard- 
headed business man who measures 
all things in terms of dollars and 
cents. My principal business is giving 
commercial value to the brilliant but 
misdirected ideas of others. 

-—Tnomas A. Epison 


inventor 
source 


The world has a way of giving 
what is demanded of it. If you are 
frightened and look for failure and 
poverty, you will get them, no matter 
how hard you may try to succeed. 
Lack of faith in yourself, in what life 
will do for you, cuts you off from the 
good things of the world. Expect vic- 
tory and you make victory. Nowhere 
is this truer than in business life 
where bravery and faith bring both 
material and spiritual rewards. 

—Preston Braviey. 


In the long run you hit only what 
you aim at. Therefore, though you 
should fail immediately, you had bet- 
ter aim at something high.—Tuoreau 


Whoever yields to temptation de- 
bases himself with a debasement from 
which he can never rise. A man can 
be wronged and live; but the unre- 
stricted, unchecked impulse to do 
wrong is the first and second death 

~-Horace MANN 


There is no wisdom like frankness 
~D1srak.i 


If a cause be good, the most violent 
attack of its enemies will not injure 
it so much as an injudicious defense 
of it by its friends —COLTON 


The time of day I do not tell, 
As some do, by the clock, 
Or by the distant chiming bells 
Set on some steeple rack, 
But by the progress that I see 
In what I have to do. 
It's either Done O'clock to me, 
Or only Half-Past Through. 
-~Joun Kenprick Banos 


Sincerity is impossible unless it 
pervade the whole being; and the 
pretense of it saps the very founda- 
tion of character. 

—James Russett Lowe. 


The ideal life is in our blood and 
never will be lost. Sad will be ‘tiie 
day for any man when he becomes 
contented with the thoughts he is 
thinking and the deeds he is doing 
-where there is not forever beating 
at the doors of his soul some great 
desire to do something larger which 
he knows that he was meant and 
made to do. —Puiturs Brooks. 





A Text... 


Raymond Mundt, Fort 
What's your ta 
A Forbes book is pre 


senders of texts used 


Sent in by 
Bayard, N 
vortte text’ 
sented to 


Now therefore ye are no more strangers and 
foreigners, but fellowcitizens with the saints, 
and of the household of God. 


—Epnesians 2:19 
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HOW TO RETIRE SOONER 


by earning a small income 


Government figures prove you need much less money if 
you retire to the country, and now a new book shows 
over and over again how to make the money you do 
need, whether you retire with or without a lot of money 
in the bank. 

Fred Tyler's Live in the Country—and Make It Pay is 
“virtually a blue print for the retired man or woman 
wanting to make their own way,” says the Chicago Daily 
News. 


With this book, you learn: 


how to make the most income from tourist cabins and a 

trailer camp (including where to locate for the most 

business at highest rentals) ; 

what to do to earn $3000 a year from a week end road 

stand (even if you never raise a green thing) ; 

how 500 chickens will bring you a fine living on your 

own bit of land; 

the best way known to learn which business to start; 

the only sure way to get a good buy in a business put 

up for sale; 

how a $2500 investment in a part-time business will 

bring you all the income a retired family may need in 

the country; 

the dozens and dozens of other dignified, easy to start 

part-time enterprises that pay well in the country 

(from renting out equipment for week end farming to 

dozens of other profitable ideas) 
Read this 75,000 word book now. Check off the ways 
you'd like to earn a small income in the country. See how 
easily they make retirement possible for you—now. De 
spite its big size, Live in the Country—and Make It Pay 
costs only $1. Money back, of course, if not satisfied, For 
your copy, use coupon below 


ARE YOU SAYING 
‘| CAN’T AFFORD TO RETIRE’’? 


You can retire young enough to enjoy it 


if you know where it costs less to live and where you can 
earn an extra income from a part-time job or small business 
One of the best things about WHERE TO RETIRE ON A 
SMALL INCOME is that it selects out of the hundreds of 
thousands of communities in the U. 8. and its island terri 
tories only those places where living costs are less, the sur 
roundings are pleasant, and you can add to your income 
through a part-time or seasonal job or from a smal! business 


With this book, yeu learn: 


where you can go fishing, hunting, boating, and swimming 
practically from your front door; 

where living costs, rents, and real estate are less (even 
where you can buy a farm for only $2,500); 

where you can live > nial on an island far from the 
world, yet close to neighbors; 


where your hobby will bring you an income; 
where you stand the best chance of living as you want to 





Where to retire on a small income in 
Florida, California, Hawaii, etc. 


The book covers cities, towns, and farms throughout Amer 
ica—from New England south to Florida, west to California 
and north to the Pacific Northwest. It includes Hawaii, 
Puerto Rico, and the Virgin Islands. Some people spend 
hundreds of dollars trying to get information like this by 
traveling around the country. Frequently they fail—there is 
just too much of America to explore. Yet WHERE TO RE- 
TIRE ON A SMALL INCOME costs only $1. “Should be one 
of the season's most popular books,” says Pathfinder Maga 
zine. 

No matter what you are doing today, prepare now to retire 
while still young enough to enjoy it. Fill out coupon today 


Where Will You Go In Florida? 
If You Want a Vacation You Can Afford? 


Florida needn't be expensive—not if you know just where 
to go for whatever you seek in Florida. And if there's 
any man who can give you the facts you want it’s Nor 
man Ford, founder of the world-famous Globe Trotters 
Club. (Yes, Florida is his home whenever he isn’t travel 
ing!) 

His big book, Norman Ford's Florida, tells you, first 
of all, road by road, mile by mile, everything you'll find 
in Florida, whether you're on vacation, or looking ove 
job, business, real estate, or retirement prospects 

Always, he names the hotels, motels, and restaurants 
where you can stop for the best accommodations and 
meals at the price you want to pay. For that longer 
vacation, if you let Norman Ford guide you, you'll find 
a real “paradise’’—just the spot which has everything 
you want 


Of course, there’s much more to thia big bool 


if You Want a Job or a Home in Florida 


Norman Ford tells you just where to head. His talk 
with hundreds of personnel managers, business men, real 
estate operators, state officials, etc., lets him pinpoint 
the towns you want to know about if you're going to 
Florida for a home, a job with a future, or a business of 
your own. If you've ever wanted to run a tourist court 
or own an orange grove, he tell 
of these popular investments 


1 today’s inside ator’ 


if You Want to Retire on a Small income 


Norman Ford tells you exactly where you can retire now 
on the money you've got, whether it’s a little or a lot 
If you need a part-time or seasonal job to help out your 
income, he tells you where to pick up extra income 
Because Norman Ford always tells you where life in 
Florida is pleasantest on a small income, he can help you 
to take life easy now 

Yes, no matter what you seek in Florida—whether 
you want to retire, vacation, get a job, buy a home, or 
start a business, Norman Ford's Florida gives you the 
facts you need to find exactly what you want. Yet this 
big book with plenty of maps and well over 100,000 
words sells for only $2—only a fraction of the money 
you'd spend needlessly if you went to Florida blind 

For your copy use coupon below 


m= FILL (OUT AND SEND AT ONCE FOR QUICK DELIVERY 


Mail to 
HARIAN PUBLICATIONS, 37 First Ave. 
Greenlawn (Long Island), New York 


| have enclosed $ cash, check, of money order Please 
send me the books checked below You will refund my money if | am 
not sotisfied 


WHERE TO RETIRE ON A SMALL INCOME $ 
() Fred Tyler's LIVE IN THE COUNTRY-AND MAKE IT PAY. $1! 


NORMAN FORD'S FLORIDA—where to retire, voratior get a job 
open o business, buy a home. $2 


SPECIAL OFFER: All three books above for $3.50 


City & Stote 
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THERE’S A NEW SOUND IN THE SKY... 


It’s the distinctive sound of the VISCOUNT world’s first turbo-prop airliner! 


Powered by four Rolls-Royce engines and proved by over a billion passenger miles, ip 
this quieter, smoother airliner marks the advent of a new age in flight. F | sta 
N 


ow you can enjoy this new concept in flight between 


Chicago, Pittsburgh, Washington, Norfolk . . Expanded service soon! AIRLINES 





